NatiorisBusiness 



The Small Business Adviser 



What's Ahead 
In Congress 



Published by U.S. Chamber of Commerce 





Easier Routes 
To Capital 




IRS Rules Meet 
Business Uproar 



„ Small 

business 
Outlook 



Is Your 

Company 




Pace ?-» 



JANUARY 1998 • S3. 00 



Strange as it may seem, 
good economic times 
pose challenges for 
small firms. 




and another... 




and another... ^ 




another. 



and another 




and together Jjfc 
they equal one great fleet 

Our fleet line-up has improved . , . again. Consider the all new, 
redesigned Dodge Intrepid and Chrysler Concorde. And the versatile 
Dodge Durango, the Dodge Cargo Van and innovative Dodge Ram Quad 
Cab. The benefits of these outstanding fleet vehicles — and those of 
the entire Chrysler Corporation roster — are numerous, and multiplying 
all the time. Call us to find out mote of the good things we have to offer. 

Ihmt just sele< t a vehicle. Ovinia compciny. 



DiMljtr Urj;o Van 



Dodjii* Inlrrptd 



( hrvstor tonuirdr 




- 8 0 0 - 9 9 9 - F 



^ CHRYSLER 
>Wf CORPORATION 

FLEET OPERATIONS 



Nation's Business January 1998 



Nation'sBusiness 



Pitblinhed by 
Chamber of Commen t' 
Washington. f)X\ 



Siuatt 
J Busing 

OUtlOOK 





Region by region. • < < f „0fttic gmnih isfoivca^ Co R mam Stirtmg thmugh 1998 — though 
I somewhat behind 1!H}?\< parr The risk of inflation ivmains a raneerm hutrtm; and 
labor shortages ma>\ jmr special pmhleinsfor small com {.tonics, f orer Stttnt, Poor I ',. 



COVER STORY 



14 Is Your Firm Keeping Pace? 

The good economic times are expected to 
continue — at a slightly abated rate — in 
1998. But sustained growth has created a 
new set of challenges for small businesses. 

16— The Economic Outlook By Regions 

18— Watch The Details, Stay Nimble 

19 — Keep Your Option* Oj)en 



MANAGING 



20 Tactics For Finding Workers 

Even when labor is in short supply, useful 
recruitment UmiIs are plentiful 



FINANCE 



21 Small Business 
Financial Adviser 

Employees respond to financial incentives; 
higher 40 L k > contribution limits; year 
2000 costs; the rewards of stock charting. 



44 



Paths To Equity Capital 



Finding Capital: Going public need not be 
complicated if the goal is under $1 million. 



LEGISLATION 



26 Not-So-Great Expectations 

Though there's plenty for Congress to do, 
the outlook for legislative action in 1996 
is dimmed by election-year politics. 



BENEFITS 



29 A 'Bill 01 Rights' For Patients 

A potentially costly health-care proposal; 
i new forms for pension-plan reporting; con- 
I sultants who cut workers' comp premiums. 



TAXATION 



32 Fighting For Limits 
On An IRS Plan 

A proposal to tax earnings of many lim- 
ited partners and members of limited 
liability companies is drawing fire. 



SMALL BUSINESS TECHNOLOGY 



36 Software Beyond The Basics 

Off-the-shelf programs can help with your 
firm's money management, office tasks, 
and creativity. 

38 Printers Expand Horizons 

With increased capabilities at lower prices, 
the devices have a new range of uses. 
Here s how to choose the right printer, 
U7mW' f> r ittt t rFits YonrFirmt 



WORK FORCE 



42 Declaring War On 
Union Political Dues 

Efforts are under way to keep unions 
from using members' money on political 
activities without consent 



Playing to win, Don ami Annette Ktmj r/<A 
fasted fla ir strategy to help thrir sports- 
Witt* ctihipanijtjam: Making ih Page r>0. 



MINORITY BUSINESS 



48 Nurturing Suppliers 

A program helps selected minority-owned 
firms work with eon* irate customers. 



FRANCHISING SPECIAL GUIDE 



53 Lending A Hand With Financing 

Franchisor are finding new ways to help 
prospective franchisees obtain start-up 
capital. 

~>6—E»sentiafc Of A Loan Pmjmal 
59— Showing You The Monet/ 



FAMILY BUSINESS 



60 Preparing Children 
To 'Drive' The Firm 

Special attention for nonfamily employ- 
ees: readying heirs for responsibilities 



POLL RESULTS 



64 Impact 01 Strikes 

Forty percent of respondents to When 1 1 
Stand for \ T oveml)er said their firms could 
not survive an employe walkout. 



WHERE I STAND 



65 On 0SHA 

Express your views on the Occupational 
Safety and Health Administration, long i 
lightning rod for business complaints 
alxiut federal regulators maridaU s 



Nation's Business .lunii;*n WW 



VOL 86, NO. 1 



Jr /it tit Prrkitts tws ft fawr 



OEPAflTMENTS 



4 Letters 

6 Entrepreneur's Notebook 

8 Dateline: Washington 
12 Managing Your Small Business 
50 Making it 
62 Classified Ads 
72 Editorial 



diver feiyii Hans A Baum 



WHhlmpoo, D C 2O002-2000 
hoadqwrm 7tt TWrrt Aw N f 
c 1908 by ribf untiid Stain Ou 
prtc«a iljiuiMj StaiBi po atlN 
Mfi For [Uin*rjian *k) other to 



flSSM 002*-£WrX) it putttteti m 



y *1 1615 H Sttffl NW 
AdWtKiftrj S4kw 



FWMASTEft Y .I ill. 



„ J rtghn mwnmd, SuMcnpwi 

£20 pa yaw AtriMtite 
C*T»dan est 



iCCCf #2 HdmwmSj t)i tun Oiirivm Uu» OtflH to " 
for j flM 1m of J I 30 o« copy a) «*tfi nrr.rip Sen<r pii^mn 
• •• ' Ham i Buwttt 



0 B 50042-2000, nr carl 1-flOtWWMUOO 

Printed in the U S A, 



Ornjliin 





Are We There Yet? 



•Its so good it hurts" Iowa's chief economist, Harvey Siegdman, told 
our cover-story author, Senior Editor Jim Worshum, when Wbrsham in- 
quired al % >ut t he state's economy "It's a red challenge to find ways to 
sciueeze more economic growth out of a state " Siegelman said 

While its hard to complain about such problems, many companies 
face similar dilemmas as they begin the new year with no end in sight to 
the economic expansion, Oiu- annual small-business outlook— Is Your 
( ompany Keeping Pace?"— describes the challenges posed by the vi- 
brant economy and offers advice for small firms on how to meet them. 

The outlook begins on Page 14, with the regional forecasts on 
Pages 16 and 17. Be sure to see, too, "Smart Tactics For Finding 
Workers," on Page 20; the article offers possible solutions to one of 
the most pervasive difficulties that employers face. 

We're proud to kick off 1998 with an issue full of useful and impor- 
tant informal ion for 
business owners 
and managers* 

One such article 
details a move that 
could benefit entre- 
preneurs who 
might want to ex- 
pand their oj>era- 
tions by buying a 
franchise. This spe- 
cial franchising guide, written by Senior Associate Editor Joan 
Pryde and beginning on Page -Vi, emphasizes efforts by franchisors 
to help prospective buyers get the capita] they need. The article ex- 
amines other financing options as well. Among the business owners 
interviewed were Jim Tullis and Sue Schroeder, who were serious — 
despite the photo above — about finding cash to open their bagel 
franchise. We hope the information you find in this issue will make 
you smile, too. 




Mary Y. McKlveen 
K(iitnr 
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High-Tech Semantics: 
Hackers 1 And trackers' 

rsrpiYour November cover story, 
J "Computer Crime,* was very infor- 
mative. However, it contained a mistake 
thats found in many computer-related ar- 
ticles in the mainstream media. 
The story incorrectly associated the term 

"hacker" with computer r 

criminals, but they are 
not the same thing. 
Hackers are computer 
enthusiasts who do no 
harm. The term origi- 
nated in the 1960s, 
when programming 
was accomplished 
largely by sitting 
down and "hacking" 
out code without any 
predetermined de- 
sign. 

The correct term 
for a computer crimi- 
nal is "cracker,* 
which is short for 
'criminal hacker." 
limit Putnam 
Information 

Systems Technic In,* 
The Sandtcieh Co-operatic* Hank 
Sandwich, Mass* 
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sponsive to the needs of the pension com- 
munity both in assisting pension sponsors 
and protecting the rights of participants. 
And although we don't see eve to eve on 
every issue, officials and employees of the 
division aiv evenhanded and respectful. 

The division has forged a unique relation- 
ship with business. So before we overhaul 
the entire agency, lets keep what's working 
and let the Employee Plaas Division 
be a model for the rest 
of the IRS. 

Pat litjnrtsj'nsuh ut 
Aetna via f 

(^)Ksttitants, lm 
Torrance, Calif 
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Unfair Advantage 
For Postal Service? 



[Editors Sate: We were relying on 
Webster's New World Dictionary, Third 
College Edition, ichfch includes among 
the deft n it h ms for "hacker": a talented 
amateur user of vow puters, s^cificalhj 
one trfnt at tempts to aain nnanthoriznl 
access to files in carious systems J 



IRS Division Might Be 
A Model For Reform 

Dl As evidenced hy your l>eeemU i ed 
— rl itorial. "An Excellent Opportunity 
To Reform The IRS," the Internal Revenue 
Service has received a substantial lashing 
lately— one that is much deserved and 
long overdue, according to many 

However, before we condemn the entire 
agency, consider that the Employee Hans 
Division, which oversees the nations r> 
tirement plans, has done an excellent job 
of providing fair interpretation and en- 
forcement of its portion of the tax coda 

I have been working with this division for 
more than 20 years. Since 1991 1 have seen 
the division make a dramatic turn toward 
customer service and cooperative spirit 

The division ha* In-come ■•xtP'tneK ?♦ 
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JE2L 1 read with interest 
— 3 your article on the 
U.S* Postal Service's busi- 
ness strategy and its pro- 
posed rate increases ["Postal Increases: 
Smaller Is Better," October | T 

It is most perplexing to me that the 
Postal Service would even want to increase 
ns rates on Priority Mail and Express Mail 
when it claims that these are already so 
profitable. And they should be profitable, 
since the Postal Service pays pilots less 
lhan half tlie industry-norm wage 

I should know. I represented Ryan 
International Airlines pilots vJm 4iU H a 
complaint with the Labor Department's 
Wage Appeals Board. Interestingly, the 
board agreed that the pilots were under- 
paid, Fiowever. the Postal Sen i« e ha> Uen 
furiously contesting the decision and has 
not yet increased pay 

Perhaps Federal Exprr>s, I'mted Panel 
Service, DHL, and Airborne Express 
should contact their congressional repre- 



sentaliyes and ask about the Postal 
Services unfair competitive advantage 
C R \h\uin 
Temple Terrace. Flu. 



Making A Strong Case 
For Safety Programs 

Aw l ^ r ^ ard to - A Rule Mandating 
* - Saleh Ami lli-alth r (S pti-mU , I 
feel obligated to expn»ss another view. 
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I run a loss-control and safety depart- 
ment of a workers' compensation organiza- 
tion. Those in my department physically 
survey every account that we provide in- 
surance for, and we evaluate the effective- 
ness of the companies' safkv program*— 
assuming there is a safety program. 

A print-shop owner Featured in your arti- 
cle, in describing a recent accident in which 
an employee fell through the roof while ad- 
justing a vent, states, "You can\ plan for 
toat," implying that the injury was un- 
avoidable. 

1 say injuries can be prevented. 

If the area of the 
roof where the 
employee fell was 
not designed to 
hold people, why 
was the employee 
walk mil: there? 
Why was that por- 
tion of the 
roof 
not 



guarded 
■gainst foot 
traffic? 

An inclusive, writ- 
ten safety program can educate employees 
not to perform hazardous jobs. There is no 
re ^ 80n whv a company of anv size should 
not implement such a program. 

Business owners should not worn about 
hncs from the Occupational Safety and 
nealth Administration; they should worry 
atwut the welfare of their employ ees and 
do everything in their power to establish a 
safe working environment 
Howard V Barton ll 

Vtn /WAv// of Loss Co,,! mt 
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Feeling Victimized 
By America s Retailers 

| I am starting to conclude that the 
— zJ color of one's skin matters much 




more to Americas retailers than the color 
of ones money. 

In the past year, I have been followed 
through all five floors of a department 
store by a store detective as 1 spent my 
money. 1 was ignored by the sales staff and 
refused credit, even though I have an ac- 
count in good standing with the store s par- 
ent company. 

When I attempted to return a defective 
vacuum cleaner to another department 
store, I was accused of stealing it, even 
though I produced a receipt. 

Recently a manager at a bookstore 
made me wait while he railed my bank lo 
verify that I had enough money in m\ ac- 
count to cover a $136 check. He didn't call 
the electronic check-cashing service, which 
had approved my check; he called my bank 
in front of other customers whose banks he 
didn't call. "Store policy," I was told. But 
it's a policy that evidently was developed 
just for me. 

Americas retailers better wake up. Tb 
tlmse who think that the civil-rights move- 
ment and political correctness have wiped 
out racism, think again. 

Or better yet, go shopping with me 
sometime, 
, \ Htfolia Xhmn 
Wnsitntffffot. //( *. 



Two Types Of Costs 
In The Clean-Air Debate 

The views expressed in "Clean-Air 
Rules Should Be Delayed" 
I Editorial, Novemlw] are b;ul husm< - 

No amount of money justifies one single 
death. Countless millions oflives would be 
saved by cleaner air Pollution rs a main 
cause of illness, and reducing it would also 
reduce absenteeism, poor productivity, and 
the nerd to replace workers Ijecaiw of ill 

health. 

The editorial places its concern on 
money hut the cost of not implementing 
stranger clean-air laws now is much 
neater than Ihr cost of implementing 
them. 

Jf«ui Triffo 

Kf ij /{/sent/fit. Flit 



Correction 

In "Points For Paring Your Tax Bill" 
( December I the effective date of two tax 
changes was misstated* The elimination of 
the 15 percent excise tax on withdrawals i 
ahive annually from individual 

retirement accounts or retirement plans, or 
on a lump-sum payment of at least 
$80u\(XMX is effective for excess distribu- 
tions received after Dec, 31, 1996. The elim- 
ination of the 15 percent levy on so-called 
excess assets at the time of death, namely [ 
assets above the amount needed to gener- 
ate a payout of $160,000 a year, is effective I 
for decedents who die alter Dec 31, 1996, 

: ; ' 
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With MICA IV Accounting Software 
| your data is "Year 2000-Ready^ so 
! when the calender rolls over to the 

next century, your business won't be 

left behind in 1999. 

i Rated # 1 by Software Digest for its 
power and ease of use. MICA IV 
allows you to manage your 
accounting information with the 
touch (or click) of a button. 

On-line help, inquiry windows, and 
our outstanding support team keep 
you working fast and efficiently. 

Extensive management exception 
reporting puts essential business 
information at your fingertips. 

Since (982, MiCA has set the 
standard in efficient easy-to-use 
accounting software, By combining 
' the power of a sophisticated high -end 
system with the simplicity of an entry - 
level system. MICA IV provides the 
management edge needed for the 
next century. 



VISIT OUR WEB SITE 
FOR FREE SOFTWARE! 
http://micasoft.com 
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Brewing A Market 
k For A Special Product 



It isn't hard to sell mousetraps. 
I Virtually everyone understands 
I how they work and what their pur- 
■ pose is. 

But if you have a better mouse- 
trap — something with unique fea- 
tures that improves on the original — 
you have a sales job ahead of you. 
People won't beat a path to your door 
until you educate them about what 
makes your product better. 

In 1994, after nearly 20 years of in- 
troducing high-end t Euro-style coffee 
makers and home espresso makers to 
the American market as president of 
Krups USA, 1 founded Capresso, Inc., 
with one goal in mind: to provide in- 
novative coffee and espresso machines 
for those who want the best. 

Today, our coffee makers can be 
found in nearly 3 T 000 specialty stores 
selling kitchen products or gourmet 
coffee, such as Williams-Sonoma and 
Gloria Jeans, as well as in high-end 
catalogs such as Hammacher Schlem- 
mer and FortunofF s. Capresao's sug- 
gested retail prices average more than 
$100 and run up to $1,400. so the com- 
pany's success has rested on convincing 
coffee lovers that our machines brew a 
better cup of coffee. That means we 
have to educate the public about our 
better mousetrap. 

If you have a terrific product but need to 
create or increase the market for it, make 
education a priority. Here are some tips to 
help you in your efforts: 

Keep your message focused. Too many 
manufacturers try to tell everybody every- 
thing about their product. Nobody should 
expect a sales associate— let alone a cus- 
tomer — in a store with hundreds of prod* 
ucts to remember 20 different things about 
a specific product. Narrow your message 
so they can remember the two or three key 

Michael Krwnm is founder and president of 
Capresso, Inc., in Clmten NJ. He prepared 
this account with Contributing Editor 
Susan Biddk Jaffe. Readers with insights 
on starting or running a business are invited 
to contribute to this column. Write to: 
Entrepreneur a \okijook\ Nation s Business, 
1615 H Street NM, Washing m. DM 
20062-200(1 




The goal of Michael Krunutt's Capressa Inc., is to 
pro ride in no rut ire r offer t tinker* for people who 
mutt top-of-the-liue utt rcluuulhe. 



features that make vour product di(ferent 
and better than the competition s. Product 
literature should highlight those same 
points but can include more-detailed infor- 
mation. 

Let people test the product. Have a dis- 
play model set up and ready to be demon- 
strated so customers can see how your 
product works. Keep demonstration times 
short. We tell salespeople in our outlets to 
brew no more than four cups so customers 
wont have to wait more than ;i couple of 
n 1 1 1 1 utes to taste the results. 

Use education as a way to build trust. 

Consumers today are constantly paying for 
bells ;iih1 \\ I us ties they don't need. With cof- 
fee makers, for example, consumers have 
been taught U> believe that they should buy 
the largest-quantity coffee maker available 
liecause they sometimes nerd to make that 
much, even though then- daily routine may 



call lor brewing no mure than >i\ • up- 
Furthermore, I have yet to find a coffee 
maker that can make 12 gmj! nips of 
coffee. 

We suggest to consumers that they 
im> a foflee maker that fits their daily 
needs and then brew two or more pots 
in a row when large quantities are 
needed. By making that suggestion and 
providing information on why brewing 
smaller quantities yields loiter results, 
we give customers a choice and build 
their confidence in the fact that we are 
mindful of their best interests. 

Don't stop with the sale. Con- 
sumers, especially high-end con- 
sumers, aren't stupid, but they don't 
always read product instructions. 
Train customer-service people not only 
in product features and trouble-shout- 
ing but also un how to respond politely 
to consumer questions that could be 
answered easily by reading the 
owner s manual. 

Listen carefully. Our product-regis- 
tration cards include an open-ended 
quest ion that allows consumers to offer 
suggestions on improving the prod- 
ucts. Listening ie our customers and 
retailers helps us develop products 
that will sell themselves and thus re- 
quire little marketing expense. 

Ultimately, the more educated your 
sales force and consumers become about 
your better mousetrap, the better it will 
sell, ro 



1 1 1 ii 1 1 1 1 1 1 1 1 1 1 

PAT I LEARNED 

Edit cat in (j consumers 
and your sales force is 
the key to selling high- 
end merchandise. 





OP-560 Laser Printer 

'rhv trustworthy sibling. 

True 600 DPI begets 

professional quality text. 

6 PPM, Windows compatible. 




DP-570 Laser Printer 

lite nurturing, dependable spouse. 

Prints complex charts, graphs 
and halftones expeditiously. True 
600 DPI, PCLiS printing, 6 PPM, 
Windows-DOS compatible. 





The 


Functional 




Family 




OP-SBO Law Printer 

77if gifted yet 
magnanimous sitting. 

Very presentable, high-end 
resolution— 1200 DPI class. 




MlP-fiSO 

The, multUJaceted matriarch. 

Fax/copy /print/scan in one. 

True 600 DPI, CfDl printing, 6 PPM, 

Windows compatible. 



www.mRjLctfn* 




MIP-670 

The sage and benevolent grand patriarch 

Fax/copy /print/ scan and more- 
True 600 DPI, PCL6 printing. 6 PPM, 
Windows-DOS compatible. 



Mta Copy** Arm** tot As in WBCf SWF P*^ f ATOCtj>y*&r*wrtX^ 



Circle Mo 23 on Reader Service Card 



Nation's Business Junuarv V.BH 



Dateline: Washington 



Business neivs in brief from the nation's capital. 



INTERNATIONAL TRADE 



Fast-Track Supporters Vow 
To Keep Pushing For A Vote 

Key proponents of legislation that would 
grant President Clinton fast-track trade- 
negotiating authority have vowed to con- 
tinue fighting in 1998 for congressional 
passage of the measure, 

"Especially for our small-business mem- 
bers, were going to continue pushing for a 
vote,* says Willard A. Workman, vice pres- 
ident/international of the VS. Chamber of 
Commerce. Workman says the Chamber 
and other backers of fast-track authority 
have been told by Republican congres- 
sional leaders that "if there's a way to get 
a successful vote, we will find it." 

The legislation, which would enable the 
administration to negotiate trade agree- 
ments that would he subject only to ap- 
proval or rejection by Congress with no 
amendments, was pulled from House con- 
sideration Nov. 10 at the request of 
President Clinton. The request was made 
when it became clear that there were not 
enough votes to pass the measure* 

Although most Republicans supported 
the legislation, passage was not ensured 
because too few Democrats — who were 
under heavy pressure from labor unions to 
oppose the measure — could be persuaded 
to vote for the bilL 

Lack of fast-track authority does not pre- 
clude the administration from negotiating 
trade pacts, but other nations have tended 
to shy away from negotiations without 
such authority because any deals struck 
would be subject to change by Congress 

Clinton had sought the authority— 
which every president from 1974 to 1994 
had— primarily for the purpose of negoti- 
ating trade pacts with fast-growing Latin 
American nations. Those countries are 
now signing trade agreements with 
European and Asian nations while the 
United States sits on the sidelines. 

The Chambers Workman says that 
small businesses would be hurt the most 
by the failure of Congress to provide the 
president with fast- track authority. Big 
companies can deal directly wit h nt her na- 
tions on trade terms and can make conces- 
sions to them such as building plants to 
create jobs; individual small businesses 
lack the marketplace clout to do that. 

—Jmne* Wowhnnt 



Growing Exports To Latin America 

Maintaining the expansion of U.S. exports to Latin America requires 
that Congress grant the president last-track trade-negotiating authority 
say supporters o( the procedure, 

(U.S. Dollars * anions) 
Region 1992 1993 1994 1995 



Central 



Caribbean 




TAXES 



Social Security Tax Ceiling 
On Wages Rises To $68,400 

The ceiling will rise in 1998 on the amount 
of an individuals wages subject to the 
Social Security tax paid by employers and 
wage earners. The tax will be levied on the 
first $68,400 of wages earned, up from 
Son. 400 in 1997, [fader terms of a 199; J 
law, all wages earned are subject to the 
Medicare tax, which helps pay the health- 
care cost* of the elderly ami disabled. 

The Social Security tax rate will remain 
the same in 1998 as it was in 1997, 6,2 per- I 
cent each for employer and employee. The 
Medicare tax rate will remain at 1.45 per- 
cent each. 

The rate for self-employed individuals, 
who pay both the employer and employee 
shares of the payroll tax, will remain at 
15.3 percent— 12.4 percent for Social 
Security and 2.9 percent for Medicare. 

Social Security recipients will receive a 
2.1 percent cost-of-living increase begin- 
ning with their January 1998 checks. The 
higher benefit was calculated based on in- 
creases in the Consumer Price Index over 
the previous year. The same rate increase 
is applied to some private-sector pension 
plans and some other federal benefits pay- 
ments, The 1998 cost-of-living increase is 
the lowest since the 1,3 percent increase 
that took effect in January 1987, 

Also, under provisions of a 1996 law, the 
earnings limit for Social Security benefi- 
ciaries ages 65 to 69 will increase to 
$14,500 in 1998, up from $13,500 in 1997 



Recipients lose $] m benefit* for every fcl 
earned over the limit 

The earning amount at which individu- 
alsages^jnMh^nnlnHn^l.n benefits 

r fSEJR 6 ?2S J rifie8 to $9,120, up 
from $8,640 in 1997. There is no earning 
limit for those age 70 or older. 

The maximum monthly Social Security 
benefit lor a worker retiring during 1998 
at age 65 is $1,342, up from $1 ,326 in 1997. 

—Mk ii<; // N /; J( , , , 

IRS Image-Building Efforts 
Fail To Halt Push For Reform 

Recent efforts by the Internal Revenue 
Service to improve its image havetft de- 
terred Congress from moving forward on 
legislation that would radically restruc- 
ture the agency and create several new 
taxpayer protections. 

On Nov. 5, shortly before adjourning for 
the year, the 1 1.,,,, approved 4264 a pro- 
posal to overhaul the IRS. The far-reach- 
ing measure would set up an independent 
^ml led t>v privMe-xnur professionals 
1"#'Vitii i h*. agency. 

Arnon- <lth(<1 prnvl>luns hl|] w(mM 

^ ,i ^^ l ^nl^to|pnM.|fn,n t , l xp. l v,r>to 

the IKS m civil-court cases extend the at- 
torney-client privilege to accountants and 
other -tax m*m*uk in dealings with 
uie IKh and make It easier for taxpayer* 
to sue the agency. 

The Senate delayed action on the men 
Mirr until spring Among the ,,aS0N fa 
the delay was d agreement by Finance 



Collecting More With Less 

In the 1990s, the number of tax returns filed and the amount of revenue collected 
have increased while the Internal Revenue Service's staff has decreased. 
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Committee Chairman William V Roth JL, 
R-DeL, with some elements in the House 
bill He said he was concerned, for exam- 
ple, that shifting the burden of proof in 
civil-court cases would make the agency 
even more aggressive and intrusive in the 
way it develops cases against taxpayers. 

President Clinton, who had opposed the 
House measure, did an about-face in 
October and threw his support behind the 
hill after he persuaded House members to 
let him maintain the authority to appoint 
the IHSs top official, the commissioner of 
internal revenue. An earlier version of the 
bill would have shifted that authority to 
the outside board. 

Clintons choice for the commissioner 
post Charles Rossotti, was confirmed hy 
the Senate on Nov, 3 on a 92-0 vote and 
was sworn m 10 days later. 

The IRS, meanwhile-stung by abuse 
chnrges that emerged during hearings in 
fee Senate Finance Committee in late 
September-announced a number of initia- 
tives designed to counter those criticisms 
J or example the IRS said it will solicit ad- 
ditional feedback from taxpayers who have 
contact with agency ejection officers; the 
H m1 ' s ; illvad > under way lor taxpayers 
vvho deal with auditors, according to" the 
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SBA Reauthorization Includes 
Benefits For Small Firms 

Just before adjourning, Congress handed 
small businesses some victories in legisla- 
tion to reauthorize the U.S. Small 
Business Administration. The measure 
was signed by President Clinton on Dec. 2 
Among its provisions are: 

■An increase, to 23 percent from 20 per- 
cent, in the government wide goal of pro- 
curement contracts to be awarded to small 
businesses 

■ A new program to encourage the 
awarding of federal contracts to small firms 
in economically distressed inner-citv and 
rural areas called HUBZoncs, for histori- 
cally underutilized business zones. 
KUBZones are areas in which the median 
household income is no more than <SO per- 
cent of the statewide median. Beginning 
Oct 1, 1998 v 1 percent of the more ili.m 
WK) billion in annual government procure- 
ment will be set aside for HUBZone firms, 
and the amount will increase by 0.5 percent 
each year through 2WL 

■ A requirement that federal agencies 
provide stronger justification for 
"bundling," or consolidating, federal con- 
tracts, which can put them out or the reach 
of small businesses. The SBA also will 
have greater authority to contest bundling 
practices. 

The measure gives three more years of 
life to the small, independent agency, once 
considered a target for elimination, and 



IRS. In addition, each of the 33 IRS districts 
has begun holding monthly "problem-solv- 
ing forums" in which taxpayers are given 
the opportunity to meet with local IRS offi- 
cials to work out difficulties they are having 
with the agency. The first round of forums 
was held Nov. 15. 
The IKS also released statistics showing 



continues its popular loan-guarantee pro- 
grams — the so-called 71 a I general loans 
and the 504 loans for long-term capital fi- 
nancing. 

— J amen Worshnm 



Women's Group Seeks 
Federal Master Plan 

A report published by the National 
Women's Business Council (NWBC), a 
VYash mil'? 'in-based group established by 
Congress in 1994 as an independent 
source of counsel to the president. 
Congress, and the Interagency Committee 
on Women's Business Enterprise, recom- 
mends that the U.S. Small Business 
Administration develop a "Small Business 
Master Plan" for the federal government. 

"The plan should reflect the public-pri- 
vate partnership needed to provide sup- 
port to small businesses and link federal, 
state, and private resources," says Gnunug 
Woitityti's liftsntrssfs. a report based on 
workshops held in 10 cities last summer to 
develop policy recommendations for en- 
hancing women business owners 1 access to 
capital and credit. 

Workshop participants included women 
entrepreneurs, investors, lenders, and gov- 
ernment officials. The sessions were spon- 
sored by the NWBC, the Federal Reserve 

System, and (lie SBA 

According to the report, the master plan 
should "include programs designed to 
meet (fie particular needs of the fastest 



that the agency's workload is increasing 
while its resources are diminishing (See 
the chart above, i The statistics show that 
from 1991 to 1996, tax returns filed in- 
creased by 2.5 percent, to 208.9 million, 
while IRS employment was reduced by 
more than 7 percent, to 106,300, 

—Joan Prifde 



growing small-business sector: women- 
owned businesses." i Studies by the 
National Foundation for Women Business 
Owners, a research organization based in 
Silver Spring Md,. indicate that there are 
8 million women-owned companies in the 
[Mted StatesJ 

In other recommendations, the work- 
shop participants called for innovative 
incentives, such as targeted tax credits 
to spur investment that will help 
| women's businesses grow; improved 
recognition of service-based businesses; 
and initiatives to reduce the risk and ex- 
pense of making smaller loans so that 
such loans would become more available 
to entrepreneurs. 

The report states: "Current financial-in- 
stitution regulations place essentially 
equal regulatory burdens on commercial 
loans of $5,000. $50,000, $500,000, and $5 
million. This serves as a disincentive to 
make smaller loans/ 

Also needed, according to the report, is 
support for financing the exports of service 
businesses, "because often there is no tan- 
gible asset for a borrower lo offer as collat- 
eral. ... Participants suggested new lend- 
ing criteria using intangible assets, such 
as intellectual property, be developed to fi- 
nance these ventures." 

The NWBC 1 is chaired by Lillian Vernon, 
chairman and CKO of Lillian Vernon 
Corp.. a catalog companv based in New 
Rochelle, N.Y. 

—Sim urn NritoN 
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Partnership Can Help Firms 
Employ Welfare Recipients 

Companies that would like to hire people off 
the welfare rolls but don't know how to go 
about it can look to the Welfare to Work 
Partnership, based in Washington, as a po- 
tentially valuable source of assistance. 

The partnership is a national effort to 
help businesses hire and retain welfare re- 
cipients without displacing existing work- 
ers. The organization is coordinating its ef- 
forts with state and local governments and 
private and public social-service agencies. 

The nonprofit organization was started 
in May by several large corporations* — in- 
cluding United Airlines, Burger King, 
Sprint USA, Monsanto, and United Parcel 
Service — to help implement the then-new 
federal welfare-reform law. 

The Personal Responsibility and Work 
Opportunity Act, which was signed into law 
Aug. 22, 1996, and is effective for welfare 
benefits received on or after that date, re- 
quires most able-bodied adults to find work 
within two years after they begin receiving 
benefits; it limits lifetime benefits to five 
years. Previously, there were no limits. 

Companies that commit to hire people 
on public assistance will receive from the 
partnership a guidebook on employment, a 
quarterly newsletter, and policy briefings 
on welfare- to- work programs. In addition, 
employers can attend seminars and con- 
ferences conducted by the partnership. 

The partnership also plans to develop re- 
gional directories of job-training, child- 
care, and other service providers often 
needed by welfare recipients making the 
transition to a job. 

More than 2,500 firms have signed up as 
"business partners" to hire welfare recipi- 
ents since the partnership was established 

The U.S. Chamber of Commerce has 
asked its 3,000 state and local chamber af- 
filiates to join the partnership. 

For more information about the organi- 
zation, call 1-S88-USA-JOB1 (1-888-872- 
5621 1 or visit the partnerships site on the 
World Wide Web at tnmu^ceretaimrkjny. 

— Da vid Warner 



FOR THE RECORD 



■ The Occupational Safet} and Health 
Administration, under a provision in- 
cluded in a recently enacted government 
funding bill, is banned through Sept. 30 
from issuing regulations that would estab- 
lish a workplace ergonomics standard. 
OSHA has been working on an ergonomics 
standard for the past three years. 

An amendment to the Labor. Health and 
Human Services, and Education appropri- 
ations measure, approved by Congress and 
signed into law in early November, pro- 
hibits OSHA from issuing regulations that 
would require businesses to modify work- 
places and redesign jobs that pose er- 




Al Cessna Aircraft Co. u* W^nUu KatL. jAunt nuiuutjvrjuhtinW c ( ;,^ t ,/ (/( .vndto blue- 
print reading to former welfare recipients hired by tin company a member of th$ m* 
\\untd Welfare to Work Par*"* r»h, fl . 



New Employer Tax Credit 
Takes Effect Jan, 1 

Beginning Jan. 1, employers who hire cer- 
tain welfare recipients are eligible for a 
new tax credit. The W T elfare-to-Work Tax 
Credit allows employers to deduct from 
taxes owed 35 percent of the first year s 
first S 10,000 in wages and 50 percent of 
the second years first $10,000 in wages 
paid to workers who hod been long- term 
welfare recipients. 

Long-term welfare recipients are de- 
fined as those who received Aid to 
Families with Dependent Children 
<AFDC) for at least 18 consecutive 
months immediately before employment, 
those who received AFDC for 18 months 
after Aug. 5, 1997, and those who became 
ineligible for assistance after Aug. 5, 
1997, because of federal or state time lim- 
its on receiving welfare benefits. 

The credit, which expires April 30, 1999, 

genomics hazards. The prohibition is in ef- 
fect for the 1998 federal fiscal vear, which 
ends Sept. 30. 

Congress encouraged OSHA to use the 
regulatory hiatus for careful study of scien- 
tific findings on the relationship between 
work and repetitive-stress injuries, which 
can include conditions such as carpal-tun- 
nel syndrome and tendinitis, 

— David Wanur 

■ Congress adjourned for IW7 without 
pairing a successor to the six-year federal 
transportation-fundmg measure that ex- 
pired Sept, 30. but lawmakers freed nearly 



was included in the Taxpayer Relief Act of 
h»97— the balanced-budget agreement 
signed into law Aug. 5. 

A related tax provision, the Work 
Opportunity Tax Credit— formerly known 
as the Targeted Jobs Tax Credit— was ex- 
tended to June 30, 1998, and modified in 
the tax-relief statute. The provision was 
scheduled to expire Sept 30, 1997. 

The work-opportunity credit allows em- 
ployers who hire targeted individuals, 
such as welfare recipients, veterans, and 
cenam disadvantaged youths, to deduct 
Untaxes owed 40 percent of the first 
*b,000 in wages paid to those targeted em- 
ployees who work mm t han 400 hours a 
year. For employees who work less 
than 400 hours but more than 12" 

222k* cm,it of 25 Pwenl of the first 
^.000 is available. Employers cannot 
aaim both the Welfare-to-Work and Work 
Opportunity tax credits for the same 

Worker -iMlntlWhrro 

SI" billion to alio* states to nmtmue vital 
road- and bridge-construction projects 
through this March 

The stopgap bill was designed to put 
pressure on senators and representatives 
to approve a multiple year transportation 
measure in early 199M. [f the U.S, economy 
rennmissimnn, some lawmaker* will *<ek 
a significant mcn^e it, transportation 
spending for at least the next three ymn 
to jump-start projects backJogged in virtu- 
ally all states Hnwever. rnanv legislators 
want h. M-i priding within the guideline.- 
of the M\: balanced hudget agreement 

—SUmBatm 
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Managing Your Small Business 



Creative and confident goal-vetting; dealing with the 
loss of a sale; tapping ivellsprings of innovation. 



CONTRACTS 



Setting Your Sights High 
To Pull Rabbits From A Hat 

How do you land an "unobtain- 
able" contract? 

**Go after something you really 
Uke and understand " advises 
John Chester, president of Wild 
Apple Graphics of Woodstock, 
Vt. 

The small co mp any recently 
gained the exclusive license to 
print and sell posters of Beatrix 
Potter s famous animal charac- 
ters — including Flopsy, Mopsy, 
Cotton-tail, and Peter Rabbit— in 
North America and parts of 
South America 

Your goal, Chester says* "also 
has to be something you'd be 
proud of doing, not just some- 
thing to make money." And don't 
be afraid to "set your sights 
high f he says, or you might aim 
too low. 

"Beatrix Potter characters are 
among the best-known in the 
world," Chester says. "They are 
marketed h> such well-known 
companies as Wedgwood, 
Bulova, Hallmark, and Crabtree 
& Evelyn. So everyone thought it 
was laughable that we'd even 
ask for this account, but we did — 
and look at the results " 

Chester and his wife, Laurie, 
the company's creative director, started 
Wild Apple in 1970. Now they publish the 
works of more than 75 living artists and 
parts of collections such as those of the 



SUPERVISION 



Helping Sales Employees 
Overcome Rejection 

When a sales staffer's deal falls through, it 
can be demoralizing and can affect perfor- 
mance. <>r a can be handled simply as a 
survivable occurrence. It all depends on 
how managers deal with the situation, 
says Steve Schiffman, president of DEI 
Management (irnup. Inc . ;i sales-trammi: 
firm in New York City 

"When salespeople lose a sale, often the 
first thing that happens is that the small- 
business owner or their sales manager 





Persistence paid oh* far WUd Apple GrapMtt'LowU and /oft* 

Cheater >rheti thrtj xtTfin ri the rifjhts to imikv ttm! wurkrt 
posters tiflifdtris Potter rhtimeU r.< 



Victoria and Albert Museum in London 
and the Museum of American Polk Art in 
N'ew York City. They sell their "decorative 
art" posters around the world. 



blames them," he says, Kb a typical reae- 
hon but an unproductive one, says 
Schiffman. 

He recommends three steps that man- 
agers can take to keep rejection from ad- 
versely affecting their sales-staff mem- 

bers: 

■ Be familiar enough with the progress 
of various deals to know when one is in 
jeopardy. This enables you to intervene 
mhui enough to try to salvage it or to pre- 
pare for the fact that it isn't going to work 
out. 

■ Work with salespeople regularly to 



To land the Potter account, 
the Chesters began meeting 
regularly with managers of 
r "P>.^hts America in 
Morristown, NJ., the US. 
subsidiary of Copyrights 
International, the agent for the 
company that holds the Potter 
trademark and copyright. 
Their goal was to build a strong 
relationship. They followed up 
weekly with telephone calls in 
which they constantly exhib- 
ited a positive and professional 
attitude. 

They made it clear that they 
respected Potter and would 
maintain the integrity of her 
character*. 

Ultimately, -they liked three 
things about us: our level of 
quality, our attention to details, 
and the way we advertise and 
promote * Chester says, 

The arrangement required 
Wild Apple "to be more flexible 
than we usually are," he says. 
For example, because the com- 
pany gained only limited geo- 
graphical rights to distribute the 
characters" images, Wild Apple 
could not include them in its 
conventional catalogs or sell 
them through its usual network 
of representatives. 
Still, the deal is well worth it 
to the Chesters. After all, how mnnv entre- 
p* mn ever get to K o into business w «th 
true legends? 

Thttums Lort 



make sure they have enough leads and 
prospects to keep the loss of one sale in 
perspective. If a salesperson counts too 
much on any one sale, there probably isn't 
enough regular advance wurk [>eing dour 
to generate new sales 

■ Don't react with anger. -Rejection is 
a combination of frustration, humilia- 
tion, and anger. Having a manager re- 
spnnd in a hostile way to a lost Bale only 
adds to those feelings," S< hiUnhin BtVl 
"It s best to help the person fixrus on get- 
ting back to selling ** 
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Generating Inspiration 
Close To Home 

Terry Richey would like to find the next big 
idea that couid help overhaul a company's 
product line or even shake up an entire 
market But there's one thing he would 
like even more: for small-business people 
to find that big idea themselves, 

Richey, a consultant who promotes inno- 
vative thinking, tries to shake up the 
mind-set of his clients— to have them step 



Timberline Strategies, based in his moun- 
taintop home near Santa Fe, N.M. Though 
he has broadened his client list of gener- 
ally small companies to include some large 
corporations—General Mills, Hallmark 
Cards, and Sprint Corp. among them— 
he's still only one player in a large field of 
consultants on creative thinking, 

H one thing sets him apart, however, h 
is his recent annual report. The document 
contains no numbers. It was distributed 
to no stockholders t there are none). But at 




PKWO tTDN* MM* 



"The capacity to be very creative is n t herm (ft m tyo>«. Terry R'whv^ » Stmta 
re, NM, t wnHultant iuho encourages client* to be innovaii 



back and reassess their approach to their 
products and services. 

Often he is brought in by a company to 
help it adjust marketing strategies thai 
aren't working. His frequent advice to 
client* is to reassess whether their product 
of product line is nghl and what ihe in \t 
one should be rather than focus exclusi\ «h 
on how to unload a warehouse full of wid- 
gets. 

This might not always be what the exec- 
utives want to hear, but it likely is what 
they need to hear— and to take to heart, 
say> Richey. 

Innovation is not a one-time event," he 
says, "Most ideas don't work; most innova- 
tions fail" Small and large companies 
alike must be* flexible enough to try bold 
new ideas and to toss them aside ii" they 
don't work. 

Sooner or later, something will strike a 
chord. Richey say> If something comes up 
that makes the executives in the room ner- 
vous, then you know the idea may have 
merit " 

Richcys ivputation is the only mar- 
ketable asset of his one-man operation— 



about 5 inches square, bound in imitation 
leather and twigs, and containing exam- 
ples of creative business approaches, it s a 
unique tool designed to attract new busi- 
ness 

Richey 48, who five years ago traded a 
smooth-running advertising agency in 
Kansas City Mo., for an uncertain future 
.i consultant, finds much of his inspira- 
tion in nature. Pensive walks in the woods 
near his Santa Fe home prompted the 
earthy appearance of, and advice in, the 
annual report. 

lb innovate, Richey says, business peo- 
ple must be open to "accidentals"— unan- 
ticipated events, no matter how small, that 
can point to big results. He cites the exam- 
ple of a delivery-truck driver who was wise 
enough to be inspired by something that 
easily could have been overlooked: 

Clay Mathile delivered mink food to 
ranches in Ohio. Dogs collected around his 
truck when he arrived at his stops. At one, 
he noticed that the dogs' coats were un- 
usually shiny and healthy-looking. He 
learned that th • mi >t fed some ol the 
rm nk food to the dogs. 



The result: The lams Pet Food Co. "Clay 
cornea face-to-face with an 'acddental' that 
will change his life and make him one of 
t he richest men in America,* writes Richey 
in the annual report In a "balanced ap- 
proach to business and life, we see acci- 
dentals as tiny sign posts alerting us to 
other paths and possibilities," 

Richey notes, however, that in many 
companies— particularly large ones — in- 
novation isn't given much of a chance to 
blossom. 

"It's surprisingly rare. Innovative people 
often have a very difficult time with the 
corporate culture," he says. "A lot of corpo- 
rations use consultants for that type of 
thinking. They wouM )>e much better off 
using people they have, who are the best 
thinkers. 1 ' 

For small businesses, "innovation is 
often the only real ingredient that allows 
them to be successful against larger com- 
petition," adds Richey; All too often, he 
warns, "as a business grows, it loses its 
creativity " 

The capacity to be very creative is in- 
herent in everyone." Richey says. Yet 
sometimes the most innovative ideas are 
surprisingly simple: a metaphor, a symbol, 
even a color can be the focus of a market - 
ing strategy. 

He cites the example of a catalog that 
was being designed for Macys kitchen- 
ware. A creative team came up with three 
ideas, and all were shot down in flames. 
Amid the chaos of discussion, someone 
starred unpacking samples for photos, and 
by coinddenee five red products ended up 
next to one another. An art director won- 
dered aloud, "What if everything in the 
catalog was red?" 

They did the catalog that way and rt be- 
came a big success. 

Richey, whose site on the World Wide 
Web is at nmmu16ilvtmi/omiwk doesn't 
promise miracles to his clients. He does 
pledge to provide advice in terms as basic 
as the color red, Tm a professional simpli- 
fier," he says. 



NB TIP 



A Guide To Europe 

Information on 142,000 manufacturers, 
suppliers, and buyers in 17 European 
countries is available on the Thomas 
/i' i/v/ir of EiwijH'aa \faui(fndurew on 
i'VRi )M 

The $345 disk lists firms under 9,700 
product and service headings, providing 
names, addresses, countries, phone and 
fax nmnUrs, and information such as 
areas of specialty, numbers of employees, 
and electronic-mail addresses. 

For more information or to order, call 
Thomas Publishing Co. at !-*0iMi9y-tf822. 
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Is Your Company 
Keeping Pace? 



IlftJtKtt' s WnrshuM 




The economy 
has been on a 
roll fur almost 
seven years, 
and it's expected to 
keep growing, 
though a bit slower, 
through 1998. Htm 
about your com- 
pany? Has uninter- 
rupted national 
prosperity made it 
difficult to keep 
pace with demand, 
your competitors, 
and perhaps even 
your own past per- 
formance? 

Sustained growth 
has created an un- 
usual set of chal- 
lenges: 

■ Intense compe- 
tition for workers 
in a tight labor 
market. 

■ Pressure to 
keep prices down to 

prevent customers from switching to the 
competition 

■ A flood of low-cost imports attracted by 
a strong dollar 

If you find it hard to be as optimistic as 
you were last year, you're not alone. Polls 
and surveys show that business owners and 
managers are less optimistic than they 
were 12 months ago, but they're still ex- 
pecting a year of growth in sales and profits. 

Small businesses have reason to be both 
cautious and optimistic. The same chal- 
lenges they face today are expected to con- 
tinue through 1998. A shortage of qualified 
workers will keep pressure on employers 
to increase wages and benefits. But 
boosting prices to pay for higher 
salaries will be hard with bargain* 
conscious consumers poised to 
switch to less-costly imports. 

For now, experts are fore- 
casting a slowdown in U.S, 
• vunoniR LT"uth in 1998 to 



Gross Domestic Product 




™> Actual Change 

^» Blue Chip Forecast 

™» U.S. Chamber Of Commerce Forecast 
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what they call a more sustainable rate of 2.5 
to 2.9 percent, compared with 1997s ex- 
pected rate of 3.7 to 3.8 percent; the final 
growth rate for 1997 will be announced in 
late January. 

A slower growth rate, economists say* 
would reduce the chances that inflation 
would be fueled by companies having to 
pay higher wages to attract scarce work- 
ers. And with inflation in check, the 
Federal Reserve Board would be less like!} 
to boost interest rates. 

Many economists consider the expected 
slower pace an economic comfort zone for 
small businesses — not too fast or too slow. 
'"The economy will sjnw to a growth rate 
that is sustainable," says Joel L. 
Prakkcn. < hainnun ni MacToeco- 
nomic Advisers in St Louis. 

Mark Zandi, chief economist for 
Regional Financial Associates in 
West Chester, P&. f says that with 
regard to the risk of recession, 




The economy's really home free through 
the end of 1998" 

Economists caution, however, that exter- 
nal factors— «uch as a war, continued fi- 
nancial disasters overseas, or an interrup- 
tion in oil supplies, all of which appeared 
on the horizon in late 1997— could dra- 
matically change all forecasts. 

Thewmomy was nudged in ihe dimtinn 
of the expected slowdown in late October 
when public ivaclHin In tin ,t,rk market 
planer prm-Hied a Mgmficant negative psy- 
chological effect" on consumer spending, 
says Sung Won Sohn. chief win mast fur 
Norwest Corp., a Mmneapdis-lmsed finan- 
nal-servkvs firm. ( onsumer psvcliol.^.v is 
important because consumption accounts 

In. iwo-thirds of the gn** domestic prodiid 
( «rl)i',thrlmu<lest measure oil he nation- 

output of goods and services 

Stock-market turmoil also helped per- 
suade the Federal Reserve Board in mid- 
NitvemU'r to hold the line on in ton >st 
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The good economic times are expected 
to continue — at a slightly abated rate — 
in 1998. But sustained growth has created 
new challenges for small b usinesses. 



Fed Chairman Alan (mvnspHn tnld 
Congress that the late*October plunge 
might even be viewed someday **as a 
salutary event* — one that will prove 
good for the economy in the long run. 

Keeping pace with the competition 
in today's economy should be manage- 
able for those who remain focused. For 
now, all the economic forces are in bal- 
ance, and there s no end in sight to the 
current business expansion, which en- 
ters its eighth year in March and is the 
t h ird-longest since World War 1 1 . 

*We have an economy that's grow- 
ing, creating jobs, and as yet not giv- 
ing rise to significant inflation" says 
Martin A. Regalia, vice president and 
chief economist of the U.S. Chamber 
of Commerce. "Can it last? Yes, it can, 
hut probably not forever* 

The Chamber is slightly more opti- 
mistic than the consensus forecast of 
51 business and academic economists 
surveyed monthly for Blue Chip 
Economic Indicators and Bin* Chip 
Financial FfnvcaxLs, both issued by 
Capitol Publications Inc. of Alexandria, Va< 

The Chamber estimates that the GDP 
will show an increase of 3.8 percent for 
1997 over 1996 once final figures are in, 
while the Rim Chip forecast puts 191)7 
GDP growth at 3.7 percent. 

For 1998. the business federation ex- 
jxrls the (iI)P to gam ak>ut 1 if percent 
over 1997; the Blue Chip forecast projects | 
2.5 percent. (See the chart on Page 14.) 

The forecast for 1998 is still a very solid 
one," says Randy Moore, the top editor of 
the two' Blue Chip publications. Growth in 
1998, he says, is expected to return to 
nearly a "trend growth rate,* in which the 
economy can tfrow without producing in- 
flation and the unemployment rate re- 
mains steady 

Here is a summary of major factors con- 
tributing to the outlook for 1998: 

Unemployment: The VS. jobless rate So 
November was 4.6 percent, the lowest in 

hcarU a niiartrr-i/enmry Total nationwide 
n< mfarm employment was ahout 123.4 




million in November. (Statistics on farm 
employment take longer to compile and 
typically are excluded in the federal 
governments employment report.) 
Throughout 1997, net new jobs averaged 
several hundred thousand a month. 

Employment Costs: The Kmployment 

Index, which measures tula! worker com- 
pensation, rose 3 percent in the third quar- 
ter of 1997 compared with the same quar- 
ter a year earlier. It was the highest 
quarterly rise in several years hut was still 
Mow quarterly increases of 4 percent or 
above in the early 1990s, 

Inflation: Hie rise in the Consumer Price 
Index, the most widely used index of infla- 
tion, held at or below 3 percent throughout 
1997 and is posting its lowest rate of in- 
crease since 1986. 

Some economist* fear however, that in- 
flation could accelerate this year if employ- 
ers bid up wages to attract qualified work- 
ers There's even concern that K1 



Nino-spawned storms could ruin food 
crops in California this winter, creat- 
ing retail food shortages that could 
push up the inflation rate in 1998. 

Productivity: Workplace productivity 
rose at a 4.1 percent annual rate in 
the July-September quarter of 1997, 
the fastest quarterly pace in five 
vears, according to the U.S. Bureau 
of Labor Statistics. Third-quarter 
productivity was up 2,4 percent from 
the same period in 1996". 

Personal Income: Real disposable per- 
sonal income rose at an annualized 
rate of onlv 2.9 percent in the third 
quarter of" 1997. slightly lower than 
the rate of the two previous quarters. 
The Bine Chip forecast calls for a 2.9 
percent rise for the full year, the same 
as in 1996, but a lower increase for 
1998 of about 2.7 percent 

Interest Rates: Rates remained steady 
throughout 1997. The prime rate, for 
example, rose by only one-fourth of a per- 
centage point to 8.5 from 8.25 per- 
cent, and yields on three-month 
Tivasun hills were in the ranpc 
of 4.9 to 5.2 percent through 
October. Many economists fore- 
cast a slight increase in in- 
terest rates in 1998. i 

Imports And Exports: The 

U S. trade deficit for goods and services 
worsened in September as the troubled 
Asian economies hurt sales of American 
exports while the strong U.S. economy 
boosted imports. In September, the trade 
deficit hit an eight-month high of $11.1 
billion. 

Consumer Confidence: The Consumer 
Confidence Index, produced by the 
Conference Board, a business-research 
organization in New York City, rose in 
November to 128.3, wiping out most of 
October's decline. Two components of the 
Continued on Page IS 
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The Outlook 
By Regions 

Percentages Are GDP Increases 
Over The Previous Year 



WEST NORTH CENTRAL 3 7% 



1.9% 



i 



The Plains states have the tightest labor market in the emintrv and 
growth has Ami as a result "We wgol mo*^ ^ ^ w ^ J^g 
saw David S. Dahl. an economist with the Federal Reserve Bank of 
Minneapolis. The overall economy is healthv however and I boast* the 
highest level nf consumer confidence antonir all n*™' 
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MOUNTAIN WEST 



The Mountain West continues to lead all regmr 
spot* as Salt Lake City. Las ttgas, and Phoenu 
West is tremendous eOTn^icdiversificatton:* 
of the Center for the New West a Denver pc 
Deregulation in telecommunicatkjns, transpo 
vwes helped to end the region's isolation, he 
telecommunications firms continue to invest in 
Arizona, the regions most populous state, is I 




3.8% 

[rowth, with such hot 
tats happening in the 
11] Burgess, president 
search organization, 
nu and financial ser- 
and technology and 
fountain States. 



industries. But Mar* 
shall \fest, forecasting 
project director at the 
University of Arizona 
in Tbcson, says that 
while "Arizona's 
growth has been nh*. 



*Were running out 
of supplies, not de- 
mand," he savs. 




WEST SOUTH CENTRAL 4 9% 




The robust Texas economy dominates this rwnon a 
the oil and gas boom, growth in technologv industry 
with Mexico under the North AmerittnFW Trad* 
^nufacturing is moving into the cnrndor h« 
DpiArl Worth area which in turn k -a 
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EAST NORTH CENTR 



The manufacturing-centered Great Lakes region coi 
respectable growth rate The area is "erowine at a 
Ron LujnnbilL manager nf f»m™tm</ 5 
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NEW ENGLAND 
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2.7% 






[ 



III 



Although the Middle Atlantic 
growth and the lowest level of c 
Confervnce Boards of all the re 
across New York, for example, i 
climbing up." says James Gray 



growth. In addition, state tax 
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SOUTH ATLANTIC 


4.4% 


3.1% 


The South Atlantic region is mixed Job h 
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i the slowest economic 
Ke'as measured by the 
found are appearing— 
ider to climb, but wean? 
or of the Empire State 
Eta* space and the boom 
Island an -h«.win*f the 
regulatory reforms are 
helping all of New 
4 York. 
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Continued from Page 15 
index show that consumers are more con- 
fident about the present than about the 
future. 

Business Confidence: There has been some 
slippage here. The US. Chamber's bi- 
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monthly Business Confidence Index 
dropped from 641 in August to 60.9 in 
October after rising continually earlier in 
1997. But the index was still above its April 
and June levels. And the National 
Association of Purchasing Managers index* 
which indicates whether the economy is on 
the verge of contracting or expanding, de- 
clined to November to 54.4, a sign of a slow- 
down in manufacturing. ' Fifty or above in- 
dicates growth, and the index registered 
above 50 throughout 1997.) 



Watch The Details, Stay Nimble 

Hiday's fast-moving, competitive global economy requires .small-business owners and 
managers to pay more attention to details than ever before. That means being able to 
move quickly to make new investments or offer new products or services—or even to 
survive a downturn. 

Are you ready? 

You can decide by asking yourself the following questions. Under each 
question, banker Lynn Harton suggests answers that business owners should 
be able to give if they want to take advantage of potential opportunities in 
1998. Harton is senior vice president for small-business banking at BB&T. a 
bank based in Winston-Salem, N.C.. and serving the Carolina* and Virginia. 

# . How often do you, ymr kmkmt 
±j «™ mir accountant get together? 

( Siting your banker and accoun- 
tant together yearly is important so that 
the three of you can speak frankly aUmt 
your plans without your having to serve 
as an intermediary between them 

A \ ( tnM product quickly tin 
^ i mtmbtm that nhou the mum of 
^ profit m your husin,s<: 

It you re liking for a loan and don't know 
where your profit* are awing from vou're 
probably soing to have a rough time.' Know 
which product*, unices, or locations are 
them^tpn^tableandwhu han^ not 
Hankers and investors will want Mich data 
before committing money to you. 

M h your company following a 
"Mine** plan? 

Most of the time, a hanker won't 
ask (or . business plan unless vouiv plan- 
ning a new venture unrelated in vour cur- 
rent bu.me^. But Harton warns thai it s 
***i (or you to know what "s gning rm ^Yoo 
should never havi. tn »-i..^?.t i _ . 
^ ,t.«*K- Pumice lor xtw Umk 

*mi< thing you re not already producing for 
yourseli, shews 



How well do you know 
your hanker, and how 
well does he or she know 
you and your huxinetts? 
You should know a hanker be* 
fore you need a loan. Bankers 
are more receptive to business 
owners who are already cus- 
tomers than to those who walk 
in off the street. 

Also, keep your banker ap- 
prised of your business, even 
when you're not looking for a 
loan, so that when you do 
seek a loan, he or she will 
know your financial situa- 
tion and plans. 

M . I to you have an or- 
rountant? if so, how 
gttod in he or xhe? 
You'll stand taller in your 
banker s eyes if you have a good, rep- 
utable accountant who keeps your fi- 
nancial affairs in order 'The benefit 
[that a good accountant 1 can bring not 
only to financial planning but the 
hanking relationship is important," 
Harton says, 



o 



ne key not only to keeping pace with 
the competition hut also to getting 
ahead of it is the quality of your 
work force But finding and retain- 
ing valued employees will be hard. Across 
the country', unemployment is at its lowest 
level in decades. 

"We've used up all the spare bodies," says 
David Birch, president of Cognetics Inc., a 
Cambridge, Mass., economic- 
research firm. "If you're a 
small firm and compet- 
ing in a t^ht market, 
von'w #>t problems" 
i For help, see "Smart 
Tactics For Finding 
Workers," Page 
20. 1 




More than 2.5 million full-time nonfarm 
jobs were added to the U.S. economy in th< 
first 10 months of 1997, according to the 
Bureau of Labor Statistics, Prom 1992 
through 1996, businesses with fewer than 
100 employees accounted for 83 percent of 
the jobs created in the U.S. economy, ac- 
cording to Cognetics. 

But Birch says job creation will slow be- 
cause workers won t be available to fill 
new positions. Stepped-up education and 
training or more-liberal immigration poli- 
cies could help alleviate the shortage, he 
says, but without qualified workers, many 
firms will mow j,,l^ overseas when- the, 
< an find employees. 

Being unable to fill job* poses a particu- 
lar danger for small firm* Irving to grow 
If you have to go deep into the lahor pool 
and hire unqualified workers, the risk goes 
up: says Nancy Pechloff, the 8t Louis, 
based managing director of the Arthur 



I Andersen Enterprise Group, a fart* 

W( ^.t, md that ^ |, lrU an 

to grow. But, he says, these fart, 
Wt been inllationan J far 
•ftoductivity increase* have kept recent 
^increaseii from triggering inflation " 
Indeed. t| lr K.-drral IvWrv . li. [ n*. 
| Pwted in December that although manv 
wmanitt are singling to find mialifM 
wrtors, in mo*t of the country and m moil 
?25SSi5" ta "not translating into icm* 
| •™>' higher wage*.* 

ven if your company has been nMr to 
keep parr with the itmipHition U* 
that ability might nut butt imW 
ly. and you, tm, might turn H 
i Just im irmny company Mrug 

h * nr w**i mm firm* mtkm u» 
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lay off thousands of workers. 

Some companies choose 
work-force reduction to in- 
crease profits or stem losses, 
^^r^^fc Others adopt the tactic to 
A "right-size" their firms after 
W_ mergers or acquisitions. 

In November, for example, 
Eastman Kodak Co., based in 
Rochester, N Y, announced the Li> ufl of 
10,000 employees, more than If) percent of 
its worldwide work force, The same day, 
Chicago-based Fruit of the Loom, Inc., said 
it would eliminate 2,900 textile jobs on top 
of 4,800 it had targeted in the summer 

Downsizing will continue to be a part of 
the economy in 1998, but it won't be con- 
fined tii headline-making reductions by 
big corporations. "Small companies are 
just as susceptible to the decision to cut 
back on people," says John A. Challenger, 
executive vice president of Challenger, 
Gray & Christmas, a Chicago outplace 
ment firm. 

Challenger says small firms may come 
to rely more on part-time workers and m 
dividual* hired for a specific function that 
doesn't require full-time status. 

Despite the recent layoffs, a study by the 
American Management Association i iAMAi. 
a New York City-baaed research and service 
group, showed that in the 12 months ending 
June 30, 1997, major US. companies ere* 
ated twice as many jobs as thev cut 



The AMA study also showed that hourly 
wage earners filled 62 percent of the new 
jobs but held only 55 percent of the elimi- 
nated jobs. Salaried professionals and 
technicians took 22 percent of the new 
jobs, compared with holding only 14 per- 
cent of the eliminated jobs. Meanwhile, 
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managers and supervisors got only 16 per- 
cent of the new jobs though they held 32 
percent of the eliminated jobs. 

As the Cognetics data show, small firms 
continue to create most of the new jobs, 
and they are expected to be the main job- 
creation segment in the future if they can 
find the employees to fill the jobs. 

Tour growth will be con- 
strained by your ability to staff 
it," says William Dunkleberg, a 
professi.»r of economics at Temple 
University in Philadelphia and a 
small-business authority. 

But Gerald Celente. director of 
the Trends Research Institute in 
Glenford, NY. sees a significant 
uppommitv for small firms. He 
believes they will benefit from the 
fallout of corporate megamergers 
by finding markets that the 
megafirms don't want, 

"With all the mergers and ac- 
quisitions, it's financially not 
profitable for large companies to 
go into market segments that 
are too small for them/ he says, 
and that means "good times for 
small business. W 
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Keep Your Options Open 



Here are some suggestions from various 
experts that can help small businesses 
make the moat of the new year as the 
economy continues to grow: 

Take can* of your employee*. 

In a tight labor market, in nil Imalnaw 
owners and managers must come up 
with ways to attract and retain valued 
employees. 

Doing so will require more than pro- 
viding competitive wages You'll need to 

shop for the bail health-care coverage, 
pension plans, and savings and invest- 
ment plans. And you'll need to give 
workers time off for things that are im- 
portant to them. 

Says Steve Alesio, president of 
American Kxpress Small Ikismess 
Services 'Benefit packages are going to 

be as important for small businesses as 
thev have Urn tor large businesses " 

Find a mo urn* of temporary help. 

If vou think yon ma> iu*ed temporary 
workers, find a good staffing firm and es- 



tablish your compam a> a client before 
you In "Come desperate 

Staffing firms take better care of es- 
tablished customers than lhe> do ot 
those who call on the spur of the mo 

ment. 

"Form a strategic alliance with a rep- 

ntable company with a good standing in 
the marketplace, and tfhare your time 
schedules with them in advance/ says 
Jay Finkleman. a senior vice president of 
Kellv Services Inc., a major temporary- 



Have Mime liquidity. 

You should have access to investment 
capital to take advantage of opportunities 
that might come vour way, if you lack 
ready cash, you may have to pass up a 

oppurtunit> to expand vour market 
or product line 

"Small businesses need to have the liq- 
uidity lo grow if report unities exist or to 
maintain or sustain themselves or just 
to get through a bump in the mad,'' says 
Alesio 



Worry alw>ut the competition. 

Keep yourself informed shout your firms 
competition and the latest developments 
in vour industry 

^You have to haw almost a daily aware- 
ness of what's going on/ says John N 
Evans, the New York-based deputy direc- 
tor .it i he Arthur Andersen Enterprise 
Group, a financial -services provider for 
small and midsize firms Ask questions 
such as, "What am I going to do if 1 lose 
my principal customer?" 

Focus on the things that make vour 
firm profitable, Evans says. 

Look to campuses- 
Find out if researchers at nearby univer- 
>itie- are coming up with anything you 
could develop into products or use to im- 
prove the products vou already have. 

The tiest ideas an* coming out of uni- 
versity laI>ora1one.s. and American com- 
panies are oblivious to it," says James O 
{{oImt soir president of Research Triangle 
Park, a research and development center 
for l«i3 organizations in the Chapel Hili- 
Raleigh Durham area of North Carolina. 
There are real opportunities for small 
businesses there 
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Smart Tactics 
For Finding Workers 



Even when labor is iu 
short supphf, recruitment 
tools are ptetitifnl — and 
woriwhle. 



Bit Thomas Love 



The decline in the VS. unemployment 
rate to 4.6 percent could complicate the 
already difficult task for many small- 
business owners trying to find good 
workers. 

But entrepreneurs shouldn't despair. 
Although they may lack the personnel de- 
partments and recrmting budgets of large 
firms, they enter the battle for talented 
workers with other powerful weapons, 

The top way to recruit is to go to the peo- 
ple who work at your organization and ap- 
preciate you as a boss," says John Chal- 
lenger, an owner of Challenger, Gray & 
Christmas, a nationwide executive-search 
and outplacement firm based in Chicago. 

Employers such as Raul Fernandez con- 
cur about the value of employee referrals. 
He is president of rVjxkom Inc., a seven- 
year-old firm in Reston, Va, that provides 
Internet-related services. Internal advertis- 
ing is his No. 1 source of recruitment, he 
says. "People are happy to work here, so 
they refer their friends here for jobs. That's 
a great sign for our company/ 

Trying Harder 

Companies looking for workers in a tight 
labor market should use the same tools they 
would employ when workers are plentiful, 
notably newspaper advertisements and em- 
ployment agencies, says Ken Goldstein, an 
economist with The Conference Board, a 
business-research organization in New 
York City. The difference, he says, is that 
when workers are scarce, employers have to 
"beat those bushes harder' to get result*. 

Entrepreneurs should borrow tedimques 
from professional recruiters, Goldstein 
says, such as approaching employees of the 
firms competitors and suppliers, u If you're 
looking for <al< >|H-oph\ a*k .suppliers the 
names of good people who have called on 
them lately; if youre looking for technical 
people, ask about people who have come in 
to service their equipment,* he says. 

Goldstein also suggests approaching re- 
tirees and others "who have worked for you 
before. Don't let them slip away." And be 
creative, he says. "One company advertised 
over the sound system during a San 
Francisco 49ers game. A California com- 
pany flew a plane down the beach with a 
help-wanted banner behind it * He says one 
airline has asked passengers to become 
h*Mdhunter^ and to nihrniT re>nnn • 




Employee referrals nmt n **< w>s au th<- / kernel fafe /f 0tt / Fernaiidp* km 
filled at Prmkam Inc^ an Internet-services provider. 



filled 

When recruiting gets really difficult, en- 
trepreneurs have to *cast a wide net, and 
there is none wider than the World Wide 
Web," he notes, "Put an ad on the Internet 
and hope someone, somewhere will look at 
it and apply for the job or at least know 
someone who will." 

Internet recruitment has been "extremely 
effective" for his firm, says Proxicoms 
Fernandez, who often uses CareerBuilder 
(inmiatrerrfmildeKcorn). Among the many 
other employment sites on the Internet are 
The Monster Board < netvjmmxUr.eam) and 
Career Mosaic t tnrmram run,snir nnti) 
About one-third of the commercial Internet 
sites do not charge for listings; the typical 
fee charged by the rest is $25 to $150. 

Less Conventional Sources 

Arte Nathan, vice pre^oVnl for human re 
sources at Mirage Resorts in Las Vegas, is 
tapping an even more innovative source: 
nonviolent first offenders who were sen* 
tenced to— and graduated fron>-a Marin* 
style boot camp rather than a prison. 

Nathan *ay* a rmmU r of states have in 

stituted similar boot-camp programs, but 
he warns that it's the respoanihilitv of em- 
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The vicious attack might have been fatal. 

She was taken to The New York Hospital-Cornel! Medical Center 

There, Dr. Jam Ghajar and his colleagues saved her life using a brain trauma 

protocol which Dr. Ghajar helped author. 

Dr Ghajor believes you shouldn't have to live in New York City to get this 
standard of care. So he and a team of neurosurgeons published guidelines 
for brain injury which are now being sent al! over the world. 

The key: monitoring pressure in the brain as soon as possible after injury. If the 
brain swells, blood supply is limited and the brain begins to die. The guidelines 
tell how to treat using current scientific evidence. 

Brain injury is the # 1 cause of death in people under 45. If this new protocol 
is followed, Dr. Ghajar estimates that 20,000 children and young adults can be 
saved each year. 

For more information, call 1 -888-NY-CORNELL 
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Gives direction to international investors. 



[One-third of all mutual fund ttwtstori believe the greatest growth opportunities in the next year are outside the U.S^i 
Want to know which way to go? For information on this no-load fund, call 1-80Q-333-IOO!, Dept. A834. J 
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What an 
energy company 

looks like when 
it doubles 
in size. 

re 

(NYSE Symbol) 



Presenting the new stock market 
trading symbol for FirstEnergy Corp* 

Formed by the merger of Ohio Edison 
Company and Centerior Energy 
Corporation, we've doubled our size, 
making our new holding company the 
nation's 12th largest investor-owned electric 
system. 

With greater financial resources - nearly 
twice the revenues and cash flow - reliable 
power supplies and a stronger transmission 
network, we have more opportunities for 



off-system electric sales, including growing 
markets in Canada and the eastern U.S. 

Headquartered in Akron, Ohio, 
FirstEnergy is a larger, stronger company - 
better positioned to enhance the value of 
our shareholders' investment and offer our 
customers better service at lower prices and 
a wider range of energy-related products 
and services. 

For more information about our new 
company, please contact us at 
1-800-736-3401. 



FirstEnerg y 



You can also contact us at www, FirstEnergycorp.com 
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The Sheraton H< itels ot New York have three great a\ I to get Uow n t*i business. The newly 



ihanced Sheraton Manhattan Hotel is the newest Corporate Club hotel featuring 



o\ t *rsi/ed desks, HP tavcopier printers and much more I he Sheraton Nn-, York Hold & 



Towers, with its own Executive Conference Center offers outstanding accommodations 



and meeting senues. \nd the Sheraton Kussell i\ the city's intimate and charming 



Corporate Club hotel. All three feature a Club Lounge ottering complimentary breakfast 



! uik-t and evening hors d oeuvres. For reservations or information ,, ill fXUO) .» 2 5 -.15,15. 



Sheraton I lotels of Now York 
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Small Business Financial Adviser 



Employees respond to financial i Hindi res; higher W(k) contribution iimih; 
deducting year 2000 costs; the rewards of stock charting. 



Gain-Sharing Encourages Productivity 



Hy Ahhtf Uruu/stou 

When food caste began to spiral out 
of control ;it Kntzinger's Inc., a 
100-seat restaurant and deli- 
catessen in Columbus, Ohio, 
owners Diane and Steven Warren con- 
soiled iheir 87 employees, 

"We said, 'You guys reduce food costs 
down below 35 percent I of total sales], and 
we'll split the (savings] with you, ,w Diane 
recounts. 

The employees quickly suggested sev- 
eral cost-cutting ideas, m 
eluding matching perishable- 
food orders more closely to 
expected sales. This saved 
money by reducing waste* 

In the first month, food 
costs fell 1.7 percentage 
points- and employees took 
home alwnil $40 each as part 
of the company's new guin- 
sharing plan. Since then, 
monthly payouts have been 
a,- hmh as $«)■>. There were 
two months in which the em* 
plovers did not earn pay- 
outs.) 

"It was a itood thine;, iv- 
Diane. "We reduced food 
costs and got the employees 
to begin thinking about how 
the business functions." 

lake other small-business 
owners, the Warrens have 
found that a pay-for-perfor- 
ma nee bonus system — such 
as gain-sharing, in which a 
cash bonus is paid for meet- 
ing specified productivity 
goals— can be a powerful 
way to improve company 
performance and increase 
employee involvement. 

"Any methodology that 
makes employee- more edu- 
cated about the huttum line, 
business processes, and eus- 
lomer.s is \mim\ to be a pm\ - 
erful managerial tool,** says 
Marc Wallace, founding part- 
ner of the Center for 



Workforce Effectiveness, a Northbrook, 
II L consulting firm that specializes in 
compensation, rewaixls, and work-force ef- 
fectiveness. "Gain-sharing and newer 
variations, like goal-sharing programs, fit 
this bill. They create a financial win-win 
for both the owner and employees because 
the payout is contingent upon perfor- 
mance 

The notion of offering employees incen- 
tives for helping to reduce costs can be 
traced to the Depression, when Joe 
Scan Jon, an executive of the United Steel 




Workers Union, began locking for ways to 
get hourly workers and management 
working together to make plants more 
productive. He came up with the idea that 
workers would be entitled to share in the 
dollar value of any improved productiv- 
ity—hence the term gain-sharing, 

Tbday, many service companies are em- 
bracing the idea of gain-sharing as a way 
to reduce fixed labor costs. But the single- 
mmded focus on cutting costs has fallen 
by the wayside. "If all a company does is 
measure costs, it will go out of business," 
says Wallace. "You have to 
focus on quality and cus- 
tomer-service improvements, 
Otherwise, you end up cut- 
ting corners on quality and 
making customers angiy" 

That's why experts such as 
Wallace prefer the tet m> 
goal-sharing, variable pay, or 
incentive pay to that of gain* 
sharing 

Regardless of the term, 
however, there are certain 
recommendations common to 
the establishment of all types 
of pay programs: 

Keep it simple* 

Pick three to five key busi- 
ness factors that are critical 
to your company's success. "A 
manufacturing department 
might focus on reducing costs 
and cycle time, and improv- 
ing t he percentage of w ork 
completed on time," says 
Larry Montan, a compensa- 
tion specialist in the 
Minneapolis office of the 
Grant Thornton accounting 
firm. 

"An ofTice staff," he says, 
"mi^hi l<KU> on meeting pro- 



Deli co-owner Dutm Want « 
screes' a purtiitH ot the son 
i i i t/s to iter t it t plot/a s win ft 
their idem itelfj her cut 
cost* ui Katzhtgertt hi 
Columbus, Ohio. 
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"A plan 
designed exclu- 
sively by consul- 
tants or senior 
managers gets 
little buy-in from 
the workforce." 

— Vince Bovino, 
Bovino ConsuHtofl Group 



ject-milestone dates, and 
a sales department 
might focus on account 
growth, penetration, and 
retention* 

Don't complicate the 
process by asking em- 
ployees to meet more 
than five objectives or to 
meet goals outside their 
sphere of influence or 
control. "Someone re- 
sponsible for materials 
handling in Harrisburg, 
Pa., shouldn't have his or 
her bonus tied to an in- 
crease of units shipped to 
Europe/* says Montarv 

What's more, he says, 
the plan s goals should be 
easy to understand. 
"Production workers 
should be able to take 
the plan home and have their spouse un- 
derstand it." 

Establish realistic goals or perfor- 
mance targets* 

Once you know what you want to mea- 
sure, the next step is to figure out how. 
Measurements can be calculated in terms 
of increased units, dollars, or accounts 
produced. Then come up with a realistic 
measure of success — your goals or targets. 

"Lets say a manufacturing plant is fo- 
cusing on improving quality and customer 
service,'* says Montart "An annual quality 
goal could be a 15 percent reduction in 
scrap or having the plant pass an ISO 
[quality) audit. A customer-service goal 
could be getting 98 percent of orders 
shipped on time," 

Youll need to set both short-term tsuch 
as monthly" and long-term 'annual) goals. 
And, of course, goals will change over time 
as employees become more efficient 

In the meantime, measuring productive 
ity improvements means that manage- 
ment needs to spend time collecting inter- 
nal financial and performance data and 
sharing it with employees. "If you Ye not 
willing to share that kind of information, 
employees can't make good decisions and 
do effective problem-solving," says 
Thomas J. McCann of Thomas J. McCann 
& Associates, a consulting firm in 
AUentown, Pa., that specializes in reward 
systems. 

Enable employees to have 1 an impact 

Because employees may be your best 
| source of ideas for improving product i \ it. 
their involvement can make or break your 
incentive plan, 

*A plan designed exclusively by consul- 
tants or senior managers gets little buy-in 



from the work force/ 
says Vince Bovino of 
Bovino Consulting 
Group, a Coeur d'AJene, 
Idaho, firm that special- 
izes in establishing vari- 
able pay systems. 
"Employees have to be- 
lieve that they can have 
a significant impact on 
performance," 

That's why Bovino rec- 
ommends setting up 
cross-functional teams of 
employees, up to 14 peo- 
ple each, to assist in de- 
signing and administer- 
ing the plan, 

A case in point: While 
the managers of 
Katzinger's Delicatessen 
understood what was 
being wasted, they didn't 
know how best to implement controls. "So 
every manager met with their staff and 
Came up with some ideas,* says Diane 
Warren. "Some were amazingly simple, 
such as ordering fewer bagels so we 
wouldn't end up throwing so many away, 
and using the ends of tomatoes in soups 
and salads/ 

Involve all depart- 
ments. 

Although each depart- 
ment should create its 
own goals, a pilot pro- 
gram must encompass 
the entire organization. 
"It's virtually impossible 

I to establish equity be- 

' tween 10 departments if 
each has a different pay 

I model," says Bovino. 
"You need cooperation, 
not competition, inside 
the gate/ 

What's more, he says, 
the performance of one 
group often depends on, 
and is a function of, an- 
other group. If Depart - 

I ment B gets a superior 
product from Depart- 
ment A, Department B 
performs well. If Depart- 
ment B gets an inferior 
product from Department A, Department 
B may still perform well but onlv with 
greater effort and cost. 

Make it worth their while. 

Many experts recommend that employ- 
ees be given the chance to earn an 
amount equal to 4 to 8 percent of their 
pay through a pay-for-performance bonus 



program. The earnings pool can In- tunned 
in either of two basic ways: The employees 
receive a certain percentage — say, 10 per- 
cent — of any increase in profits, or they 
receive a cash bonus for achieving a goal 
such as a reduction in scrap. 

Provide lots of feedback. 

Because even the best plan can fail if 
employees are not motivated, there must 
U- ;i cuni inning communications strategy. 
This can consist of a handbook detailing 
the plan, with specific examples outlining 
how it works and how bonuses are 
earned, and quarterly reports thai inform 
employees about their progress. 

Wallace of the Center for Workforce 
Effectiveness encourages a more visible 
form of feedback-putting up a chart that 
tracks a work groups actual performance 
compared with goals for any given cycle, 
-That way, when people come to work, 
they cant avoid getting feedback on their 
pertormance, he says. 

And although bonuses are paid monthly 
or quarterly under most plans, Wallace 
contends that more frequent oral or w rfl 
ten feedback is just as critical to a pro- 
grams ultimate success. 

"Even more important than the actual 
cash payout is the need to constantly com- 




municate and understand the employees 1 
impact on the business," he says. "Putting 
a plan out there without the commune 
tarns piece would be hk, inventing $lu 
million in a piece of equipment and never 
turning it on " . 
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PENSION PLANS 

IRS Raises The Limit On 
401 (k) Contributions 

The Internal Revenue Service has in 
creased the limit on 1998 contributions 
that individuals can make to their 401<k> 
retirement plans but h;is lefi certain other 
pension related limits unchanged. 

Effective Jan, 1, the maximum annual 
pretax contribution by a participant in a 
401(k) plan is raised to $10,000 from the 
previous level of $9,500. Under federal 
pension law, the IRS must adjust 401(k) 
contribution limits in $500 increments to 
offset the cumulative impact of inflation, 
ine last adjustment was in 1996. 

Because the pension law requires that 
the IKS apply different inflation-adjust- 
ment atandardu to different pension and 
benefit limits, the result is a hodgepodge 
of adjustments in which some limits are 
raised and others are not 

For example, the $30,000 annual limit 
on joint contributions from the worker 
and the employer to a defined-contnbu 
won retirement account, such as a 40100 
or a profit-sharing plan, was not changed. 
Also unchanged is the $6,00O-a-year indi- 
vKlual mnihlmtion cap n-r SIMPI.K 
mm and SIMPLE IRA retirement 
plans. 




The IRS s definition of "highly compen- 
sated employees" remains unchanged at 
$80,000 or more a year in salary, bonuses, 
and other compensation. The definition is 
important because complex federal 
"nondiscrimination^ rules typically limit 
the average 401(k) contributions by highly 
compensated individuals to 2 percentage 
points above the average contributions by 
lower-paid employees in a company 

According to a 1996 survey of employers 
nationwide by the Chicago-based Profit- 
Sharing/40Kk) Council of America, the 
average 401fk) contribution rate by env 
payees making less than $80,000 a year 
was 5 percent of salary. As a result of the 
federal nondiscrimination rules, the aver- 
age highly compensated employee among 
companies surveyed could contribute no 
more than 7 percent of salary, the survey 
found. 

Based on that 7 percent example, work- 



ers earning between $80,000 and 
$141\*57 a year will be restricted In the 
nondiscrimination rules from making the 
maximum $10,000 annual contribution to 
their 40Kk) accounts, according to David 
Wray, president of the Profit 
Sharing/40 Kk> Council. Wray predicts 
that many middle-level workers whose 
raises push them over the $80,000 
threshold may be forced to reduce their 
contributions because of the nondiscrimi- 
nation rules. 

For example, an employee making 
$79,000 a year could contribute the 
$10,1100 maximum, or 12. (i percent of 
salary But if the salary were raised to 
$81,000, the employee would be catego- 
rized as highly compensated, and a 7 pr- 
cent limit would cap his or her contribu- 
te at $5,670. In effect, the $2,000 salary 
increase would mean a $4,330 decrease in 
allowable pretax contribution to the 
401fk) plan. 

For those employees who cross the 
$80,000 threshold, the absence of any in- 
crease in the threshold "is significantly 
more important** than the increase in the 
maximum contribution limit for 40Hkj 
plans, Wray says. 

There also was no change to the 
$160,000 maximum annual salary cap for 
calculating the level of employee retire* 
ment benefits. 

—Stephen Blnkely 



TAX DEDUCTIONS 



The IRS's Ruling On Year 2000 Costs 



By now most business people know about 
the year 2000 problem, in which software 
thai tracks years by usnm the lasl two 
digits must be modified to ivo^mze the 
year 2000. While business owners have 
been rushing to revise software, the 
Internal Ke venue Service only recently 
ruled that the coat of fixing the year 2000 
problem can be deducted in the year the 
cost was incurred. 

The November ruling amounted to a 
change of course for I lie IKS The agencv 
initially leaned toward calling the year 
2000 costs "improvements* that either 
prolong tin- life or increase the value of 
the software As -ueh the costs would 
have to be depreciated over a number of 
years. 

Immediate deduction of year 2000 costs 
appears to signal an IRS shift away from 
st rict interpretation of a 1992 Supreme 
i 'ourt case on deductibility of business ex- 
penses. In Indopco Inc. vh. the United 
States, the court ruled that the legal and 
professional fees paid by a company to 
find a "white knight"— a friendly company 



to merge with — to fend off a hostile 
takeover bid could not he deducted in the 
year incurred. The court said any 
costs associated with the friendly 
merger provided a "future bene- 
fit** to the company and must be — ^ 
capitalized — deducted over a pe- 
riod of years. 

Since that decision, the IRS has 
argued aggressively that any cost 
that provides a future benefit 
should be capitalized. Tb date, the 
IRS has tried to have companies 
capitalize the costs of advertising, 
employee training, and some en- 
vironmenlai cleanup expenses. 
These efforts have been rejected 
by the courts 

It s significant that the [IRS] 
didn't apply Indopco. Its a major 
victory for common sense," says Harry 
Cohen, a partner with San Francisco ac- 
counting firm Stonefield JosephM>n 

Says Robert Znrzi\r, a partner with 
(Vice Waterhouse in Washington, D.C.: 
"Taxes are always an issue, but busi* 



nesses will do and pay whatever it takes 
to get ready for the year 2000." 

Both the American Institute of Certified 
Public Accountants and the American Bar 
Association had asked the IRS lor direction 
on how to treat year 2000 costs. The 





^ 



answer amount.* to a major holiday gift to 
all businesses in need of year 2000 repairs. 

-tilnna (ithhs Mamlln 



The author If a CPA and business imU r 
in South Heud hid. 
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INVESTING 



Charting Stocks To Become A Better Investor 



By Randy Myers 

Looking for a simple way to become a bet- 
ter stock market investor? 
Try charting. 

Stock charts show you at a glance how a 
stock has performed. According to chart- 
ing aficionados lalso known as technical 
analysts*, these snapshots can yield im- 
portant clues to how a stock will perform 
in the future. 

"Over the years, charting has protected 
me from a lot of disasters/ 1 says Richard 
McDermotu a veteran stock broker and 
editor of Analyzing Bar Chart* for Pwfit a 
book by John Magee. "Charts 
protect you from \*v n j..w- and 
help you further your gains," 
McDermott says. 

Although some fundamental- 
ists dismiss charting as invest- 
ment voodoo — and, when car- 
ried to an extreme, it may be 
just that— simple charting 
techniques are proven tools 
that stand up to the test of 
logic. A basic stock chart does 
nothing more than reveal buy- 
ing and selling patterns that 
would be hard to discern by 
reading stock quotes in the 
daily newspaper; charting 
shows heavy selling that devel- 
ops whenever a stock reaches a 
certain price, for example, or 
repeated heavy buying at an- 
other pnce. 

A simple chart consists of a 
vertical axis, scaled to repre- 
sent a stock s price, and a hori- 
zontal axis, scaled to represent 
time. The time axis generally spans many 
months or even years, broken into seg- 
ments representing days or weeks. 

Traditionally, chartists have plotted 
their information by hand on graph paper. 
In each time segment, both the high and 
the low price of the stock are marked and 
connected with a vertical line. 

Many chartists also include a compan- 
ion chart — indicating the stocks trading 
volume — below the one representing the 
stock s prices. 

Why? Because volume is a key indicator 
of supply and demand. A stock moving 
higher on heavy volume is much more 
likely to continue climbing than one that 
is moving higher on light volume, 

"You like to see volume expanding when 
the stock is going up and contracting 
when the stock is going down,** says Ralph 
Aeampora, head of technical analysis for 



Prudential Securities in New York City 

Although you can produce charts by 
hand, you may prefer to buy them from 
charting-service companies by subscrip- 
tion or to create them in seconds using a 
personal computer and any of a dozen or 
so software programs designed for the job. 
(Two popular and inexpensive programs 
are Wall Street Analyst, by Omega 
Research, and Personal Investor, hv 
Window on Wall Street. ! 

Three Core Patterns 

Although dedicated chartists sleuth out es- 
oteric patterns such as "island reversals* 




and "rising wedges" in their stock charts, 
i n >viH- can focus on three simple things: 

■ The correlation betwo> > 

price and volume activity <as shown by 
the pnce and trading-volume charts i 

■ The stock's price trend line ■ up or 
down), 

■ The stocks support and resistant 
levels i the prices at which a stock upi- 
cally reverses course), 

lb create a price trend line for stocks 
that are moving higher, chartists draw a 
line that cumiect> the ascending low 
points of the bars that show daily high 
and low price* For -lock- lh.it an [ um< J. 
ing lower, the trend line connects the de- 
scending daily pnee high points. 

1 he more time* the stuck hit* and 
bounces off the trend line, the greater the 
significance of any subsequent price move 
that violates the line, 



If a climbing stock's pnce falls d*tasively 
(3 percent or more) below its rising trend 
line, it means that the stocks advance is 
likely to be over, particularly if the trend 
line is broken on heavy volume. Similarly, 
a declining stock that decisively pierces a 
descending trend line might be poised to 
reverse course and start rising in price. 

The Outer Limits 

Sometimes, stocks move neither up nor 
down consistently but instead bounce 
back and iorth in what Wall Street calls a 
trading range. When that happens i 
helpful to identify the stocks support and 
resistance levels for dues to its 
future direction. 
A support level is a price at 

which h\\\r\ v rep.';itedl\ ap 

pear, preventing the stuck from 
falling lower. A resistance level 
is the opposite; a pru» at which 
sellers repeatedly rear then 
heads and bail out of the stock, 
preventing it from moving 
higher 

■fa stock breaks decisively 
gWW a support level, it is 
I'kely to continue falling until a 
j*** ] of support is Mftab 
hated That's your cue to sell If 
it breaks through a reliance 
level it is likely to push on to 
nighs. This could be a good 
time to buy: 

if you'd like to give charting a 
try, bear in mind that it is as 
much art as science. If trading 
patterns could always l*< <i> 
Phered easily, with no excep- 

would be SV^lS^' a " Chart,Ht * 
TJi in.n. in«-> re not 

i i * ^jmical analysis can tx- n won- 
u>rtu bwl lor «.v«.n n .m«. chnrtirt* At the 
w>' lew*, it can help you decide whether 
"ther investors concur with v-i 
mental analysis of a wra Jlm '. 
prospect*. * 

Il'.V-ni Ilk, n, m()anv bBkHHjckfltW! 
-W, ,|,.„ „„,., ,„„..„.,.,,„„,,,„ ,. v 
amp e you may want to postpone huving 
until the chart looks more favorable 
Similarly, vmt nin monitor unfav rnhle 

neip>ou make selling derision* 

Start charting, and \o U mav mnrlude 
that a picture really 

words. 
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In a country 

of 250 

million, is it possible 

to have a 

personal relationship 

with everyone? 
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Whether you want to talk with an audience on a 
nationwide scale, a microtarget of just hundreds, or any- 
thing in between, nothing tan match the one -to -one 
communications power of Direct Mail. 

Because Direct Mail lets you speak with each and every 
one of your best prospects. It 
lets you establish an ongoing 
dialogue with them. So you can communicate the very 
relevant, very individualized benefits of your brand. 

Your customers get to know you, and you can respond 
to their needs. This special relationship builds loyalty and 
repc.it vilo Hmtom line, vour bottom hue looks even better 
f or a frrt k'H i>ti how Dun! Mail help Uutd hu-nn ^, ,/// 



h8Qo rui:-t :sps. ext. 2044. 
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LEGISLATION 



Not-So-Great 
Expectations 



Though there's plenty for 
Congress to do, the outlook 
for fec/i slat ire action in 
1998 is dimmed by 
election- if ear politics. 



By David Warner 



ip» taI 



Politics is often described as the art of 
the possible * But politics may make 
congressional action on legislation 
nearly impossible in the com- 
ing year. Thirty-four Senate seats 
and all 435 House seats are up 
for election in 1998. And in elec- 
tion years, congressional de- 
bate typically becomes highly 
politicized, with members of 
both political parties trying to 
look their best to voters, say 
many political observers. 
Often the result is legisla- 
tive gridlock. 

1 see both parties look- 
ing to differentiate them- 
selves" in 1998, says 
Thomas E. Mann, director of 
government studies at the 
Brookings Institution, a pubKe- 
policv research organization in 
Washington, D.C. As a result he says, Tm 
looking for fairly modest legislative output." 

Mann says the political dynamic that 
brought together Republicans, moderate 
Democrats, and the Clinton administra- 
tion to support the historic five-year bal- 
anced-budget agreement in mid- 1997 
changed by the end of the year and is not 
likely to reappear in 1998. 

"The success of Congress in 1997/ Mann 
says, '•was largely the budget agreement, 
which was wrapped up in the summer 
Since that time, both parties caucuses in 
Cnnw^ have pushed to advance their 
own ideological interests, making it very 
hard to build centrist coalitions.* 

Such coalitions often are needed to move 
legislation through Congress- With politi- 
cal careers on the line, lawmakers in both 
parties are unlikely to compromise on 
many issues during the year ahead, 

"While Urt>s is an election yar, which tra- 
ditionally means Congress gets less done," 
says Lonnie Taylor, senior vice president for 
congressional affairs of the U.S. Chamber of 
Commerce, "there will be numerous legisla- 
tive opportunities and challenges for the 
business community, particularly in the 
regulatory and tax areas/ 

Here are some of the key business issues 
that Taylor and other congressional ex- 
perts expect legislators to consider during 
the second session of the 105th Congress, 
which convenes -Ian. 27 
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Budget And Taxes 

On fiscal issues, debate in Congress is 
expected to center on what to do with the 
projected budget surplus. 

Lawmakers already are dividing into fac- 
tions favoring various plans for using the 
surplus. Because of higher! haTe^x-xcted 
tax revenues, some private analysts say, the 
-u j plus could materialize during the cur- 
rent fiscal year, which began Oct 1. 

The most recent official estimate — by 
the Ongmnonal Budget Office *CBO) in 
September — is that under the five-year 
balanced-budget agreement enacted in 
August, a surplus of $30 billion will he 
achieved in fiscal 2002. However, CBO es- 
timates have tended to be conservative. 
For example, the $124 billion budget 
deficit projected in January 1997 by the 
CBO for fiscal 1997 was actually just $22 
billion lor the hVal \e.ir. which ended 
Sept 30, (See the chart on Page 27 J 

Some lawmakers want to use surplus 
revenue to reduce taxes further, while oth- 
ers would like to use it to pay down the 
$5.4 trillion national debt or to reform fi- 
nancially troubled entitlement programs 
such as Social Security and Medicare. Still 
others want to increase spending on vari- 

ou> program?*, and yel another fact i> 

pushing for a combination of tax cuts, 
spending itmva>*>. ,md debl reduction 

"We've moved out of the deficit -pol ttics 
regime that has ruled Washington for the 



better part of 30 
years to a new 
regime of surplus 
politics," says 
Stephen Moore, di- 
rector of fiscal-policy 
studies for the Cato 
Institute, a public-policy re- 
search organization in Washington. 'The 
V**tkm is whether Republic mm can claim 
that money for cutting taxes and retiring 
debt Wore liberal Democrats can use it for 
spending on new projects." 

House Speaker Newt Gingrich, R-Ga., 
and Striate Majority Leader Trent l/*t, R- 
Mi*w have Hignaled their willingness to 
consider tax cub* beyond the $100 billion in 
reductions over five year»-l99K through 
4XE~that are contained in the balanced- I 
budget agreement Specific tax-cut pnp» 
ato under discussion include: 

■ Indexing capital gain* for inflation, 
which in effect would lower taxi* on such 
Hains 

■ Kelnrnm^ „ • !ir itiating the altema- ' 
tive minimum tax. 

■ I Wucing the federal tax on gaaoUne. 

■ Making acn^th«-board cute in mar- 
ginal tax rate*. 

The Democratic leadership, on the* other 
hand, is looking at ending any budget 
surplus on strengthening federal educa- 
tion initiative; increamng iissisUnce U> 
• h,1,lf ' n ludin^ -, vn K: national child 

' » ^landarck; and overhauling the na- 
tion* health-care system. 

Health-care pmpmb likely to be ad* 
vanced include bill* to require health 
"»:«mifi M nci. omaniiatkma (HMOs) to 
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provide minimum levels of coverage for pa- 
tients and measures that would expand 
medical-malpractice liability to health-in- 
surance carriers and employers who pro- 
vide health-care coverage. 

President Clinton has said he wants to 
restuTecl his Ruled HMS-JU effort at heallh- 
care reforms with a series of narrowly fo- 
cused bills. rSee Benefit L T pdate. \\w IV 1 

Restructuring the Internal Revenue 
Service and revamping the federal tax 
code also are expected to be key fiscal 
issues in 1998. 

The Senate is expected to take up 
the IRS restructuring bill that was 
passed by the House at the end of the 
1997 session. The measure would 
allow taxpayers to recover damages 
from the IRS if a federal court found 
that the agency had recklessly and in- 
tentionally violated the law or had en 
Raged in unauthorized, improper, or 
erroneous tax-collection actions. 

Debate over rewriting the federal tax 
code is expected to intensify in 1998, 
too. Boose Majority Leader Richard K. 
Armey, R-Tfexas, who advocates a sin- 
gle-rate flat tax, has been conducting a 
nationwide tax-reform tour during the 
concessional break to assess public 
support for the plan, Competing pm- 
posals are a national sales tax and a 
plan that would eliminate taxes on sav- 
ings and investment. 

Democrats already have jumped on 
the tax-reform bandwagon. Erik 
Smith, a spokesman for House 
Minority Leader Richard A. Gephardt, C 
D-Mo., says there's a consensus among 
Democrats that the tax code should be 
changed. But he adds that Democrats want 
it changed "in a way that doesn't stick it u> 
working families/ 

Regulation 

Efforts to reform the federal iv^ilaton 
process and to scale back existing rules are 
likely to move slowly in 1998, an they did 
in 1997, Republicans still remember the 
pounding they took in the 1996 elections 
over their efforts — port rayed by environ- 
mentalists and organized labor as "ex- 
treme" — to reform environmental and 
workplace regulations 

Still, a host of measures are due or past 
due for reauthorization, including the 
Clean Water Act, the hazardous-waste 
cleanup law known as Superfund, and the 
Endangered Species Act All were subjects 
of hearings and negotiations in the past 
session of Congress, but little progress was 
made on overhauling the statutes, 

Two other environmental issues impor- 
tant to business could kxnn large in 1998: 
ejohal climate change and air quality. 

f 'ongivss may take action against any 
United Nations agreement signed by the 



Clinton administration that would require 
drastic U.S. cuts in fossil-fuel use. Burning 
of fossil fuels has been linked by some sci- 
entisls tu greenhouse tfases, which are 
thought to cause global climate changes. 

Many lawmakers also are likely to fight 
efforts by the Environmental Protection 
Agency to implement regulations concern- 
ingozone— a component of smog— and fine 
particulate matter, or microscopic soot. 
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Dale Of Projection 

August '96 
January '97 
March 97 
May '97 
September 97 



(In BHUmi) 

$169 
124 
112 

67 

34 



Actual Deficit, 
November '97 
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Both a climate-change agreement and 
the EPAs clean-air rule likely would re- 
quire businesses to cut their energy use 
significantly and would lead to costly 
changes in business processes. 

Other hills of particular interest to busi- 
ness that could see action during the com- 
ing session are the Mandates 
Information Act and a regulatory* ^ 
reform measure sponsored by 
Sens. Fred Thompson, R-Tfenn.. 
| and Cari Levin, I)-Mich 

The latter bill includes provi- 
sions that would require federal 
agencies to weigh the cunts and 
the benefits of pn,|X*sed rules thai 
would cost the economy $ 100 million or 
more or that the White House Office of 
Management and Budget determines 
would have a "significant impact* on the 
economy. Agencies also would have to as- 
sess the risks of the activity or process that 
is being regulated relative to other everyday 
risks. There is no companion House hilL 

The mandates measure would apply the 
Unfunded Mandates Reform Act of 1995 to 
the private sector It would allow lawmak- 
ers to Mock consideration oi any promised 



federal mandate that exceeds $100 million 
in annual costs to the private sector. 
Currently only mandates that exceed a 
$50 million cost lo state and local govern- 
ments can be stopped. 

The Mandates Information Act would re- 
quire the CBO to estimate the impact of pri- 
vate-sector mandates on consumer prices, 
workers* wages and employment opport uni- 
ties, and small-business hiring, expansion, 
and profitability. 

While most Democrats again would 
likely portray regulator) -reform efforts 
in 1998 as attacks on the federal agen- 
cies that protect workers and the envi- 
ronment, regulation expert Wayne 
fYews Jr. suggests that proponents of 
reform fiicus on making Congress ac- 
countable for federal rules. 

Crews, a fellow in regulatory studies 
at the Competitive Enterprise Insti- 
tute, a public-policy research organiza- 
tion in Washington, says: "If you can 
make Congress itself the focus of 
changing rules, I think you stand a bet- 
ter chance [of achieving reforms I. 
Otherwise, it's just portrayed as beat- 
ing up on health and safety regulators, 
which probably would be fatal in an 
1 election year/ 

Labor And Employment 

Another top priority for business is 
compensatory -time legislation, which 
passed the House early in 1997 but 
never came up for a vote in the 
Senate. The measure would allow em- 
ployers to offer hourly workers time 
off at the rate of 1.5 hours for each 
hour worked over 40 in a week. Senate 
proponents of the measure were negotiat- 
ing with the Clinton administration just 
before the 1997 session ended. 

Also expected to be considered in 1 998 is 
; i measure to allow employers and workers 
In establish cooperative tat>or- manage- 
ment teams to discuss various workplace 
tones. The so-called TEAM Act— 
Teamwork for Employees and 
Management Act -was ap- 
proved by Congress in 19% but 
vetoed by Clinton. 
The pmbJem lor business on 
both issues, which have proved 
popular with the public, is that the 
AFM'IO has made their defeat a top 
priority. Lawmakers who support the com p- 
time and TEAM Act bills likely would face 
the wrath— and the considerable political 
clout— of organized labor in the upcoming 
elections. TheAFM K > spent $35 million m 
the 1996 elections in an effort to oust pro- 
biismes- legislators 

Pro-labor lawmakers, led by Sen. 
Edward M. Kennedy, D-Mass., are ex- 
pected to push for another increase in the 
federal minimum wage. Kennedy has sug- 
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gested raising the rate from its current 
$5.15 an hour to S7.25 by 2002. Kennedy 
proposed the previous increase — which 
raised the wage floor from $4.25 to £5.15 in 
two steps — in 1996, the last election year 

Other labor-related issues that could see 
action in the coming Congress include over- 
haul of the Occupa- 
tional Safety and 
Health Act and ef- 
forts to quash an 
OSHA ergonomics 
standard that 
would require firms 
to modify their 
workplaces and/or 
work processes. 

But Daniel 
Yeager, vice presi- 
dent and general 
counsel for the 
Lalior Policy Asso- 
ciation, a business- 
backed public-pol- 
icy organization in 
Washington, does- 
n t envision sub- 
stantive results in 
the labor area 
Politics will be dri- 
ving the labor is- 
ms, he Bays, "and 
the way it seems to 
be driving them is 
toward gridlock.* 



lawmakers divide into free-trade and 
protectionist camps to curry favor with 
their political supporters. 

The annual fight over extension of most- 
i;iYored-nation (MFN) trade status for 
China, another leading business concern, 
also could prove difficult in 1998. MFN, 
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Trade 

Although granting the president broad 
fast-track trade-negotiating authority is a 
top priority from businesses perspective, 
the issue may not see much action in 1908. 

In recent remarks, Senate Majority 
Leader Lott said h*/ is not inclined in the 
coming -->ioji too insider fast-track, under 
which trade agreements are subject only to 
up-or-down votes — not amendments — in 
Congress. In addition, Clinton is less likely 
in an election year to push Democrats to 
vote for the negotiating authority for lear > it 
alienating them from organized labor, 
which vigorously opposes fast-track. 

However, Greg Mastel, vice president and 
senior international economist with the 
Economic Strategy Institute, a public-policy 
research organization m Washington, says 
that a narrow fast-track bill might win con- 
gressional approval in 1996. 

Such a measure amid include, for exam- 
ple, language for negotiating Chile's inclu- 
sion in the North American Free Trade 
Agreement; reducing tariffs on US. goods 
to Pacific Kim countries; and resolving is- 
sues related to the World Trade 
Organization, such as an agreement to cut 
tariffs on information technology. 

But even a narrow trade bill could 
succumb to election-year hyperbole, as 



which confers no special trade privileges 
| and is routinely granted to most of the na- 
tions with which the United States trades, 
1 expires for China on July 1, 1998, 

Some lawmakers have sought to deny or 
rest rid MFN for China I* -cause of the coun- 
try's human-rights abuses and other prac- 
tices, such as selling weapons to Iraq. 
Business has cited the billions of dollars 
worth of I'S -China trade each 
year and C S linns influence 
in the country as reasons to 
renew MFN. 

Other Issues 

Among other business is- 
sues the coming 
Congress is expected to 
tackle in 1998 are reau- 
thorization of the nations 
transportation law, reform 
of the product-liability system; 
and deregulation of the electric- 
utility industry. 

A priority for lawmakers when they re- 
turn in late January will be reauthorization 
^fn?* ^ n * ermo< W Surface Transportation 
hffictency Act OSFTEAh The law. which pni- 
vides funds to the states for building and 

»^"nn^n«idsaiH| bridge ;iiHlfi Jr rmaiH- 
mg mass-transit projects, expired Sept 30 




Congress passed a temporaiy extension 
of the law. bin that inns out in March, and 
without a new law or another extension, 
thousands of transportation projects could 
come to a halt. The real battle will be over 
bow much money to allocate to a new 
ISTEA measure and how to divide the fiind- 
ing among the 
states. 

Prospects for 
product-liability re- 
form may be better 
in 1998 than they 
were in 1996. That 
year, a broad prod- 
uct-liability mea- 
sure was vetoed by 
Clinton after in- 
tents pressure 
from trial lawyers, 
who were major 
contributors to the 
president's iv-Hix- 
tion campaign. 

In 1997, lawmak- 
ers made progress 
on crafting a bill 
that Clinton could 
sign into law. 
Senate proponents 
of reform negoti- 
ated with the 
White House and 
appeared dose to a 

deal on a measure 

just before the con- 
jjwittonal session ended. A major provision 

l ' ,rhf ' hl - l ^^dcappi i nUiw.<|. lT i.a^-tlMl 

small fi-ms would he required to pay far de- 
fective product*. 

Whiie many Democrats in this election 
>ear likely will continue to oppose pa** 
JaWbty reform for political reasons, ,r pith 
P«n* n t, ,.| nl, inn , an „ Mrh m immA 

™ 1 hnt< >"- " bill should liecome law 

Althou^Uend^i,!^.. ma\ no! 
Play much of a role in the ques- 
tion of deregulating the elev 
trie-utility industry, thi n* 
likely will be no final con- 
i grawkmal action on Uus 
in imiUxnumfimmd 
I <io" 

I * >ne issue renter* on re 
iinbur-4-THviit n| utilities 
for certain costs they in- 
curred under federal regula- 
tions; another ha* to do with 

l*^'Ne<, 1i.,n^n. m . late and 

K m a I euvernmentK over matters Mich 
^'■iMT.r.nui ,„ h , m: fur utility m thrnrni- 
rwliction> J 

Through deregulation, lawmakers 
B V" Ut v "«>"rw more competition 
energy providers and to reduce 
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Health-care ptvposals and costs; itetv pensioH-pkui 
forms; workers' camp premium adjustments. 
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HEALTH COVERAGE 



Bill Of Rights' For Patients Could Raise Firms' Costs 



The Clinton administrations proposal to 
create new federal laws to guarantee a set 
Of basic health-care rights and consumer 
protections is meeting strong resistance 
from the business community and 
Republican congressional leaders. 

President Clinton in mid-November en- 
dorsed a proposed health-care "bill of 
rights* recommended by a 34-member ad* 
visory commission he had appointed runt' 
months earlier. The president called on 
Congress to convert the rights proposal to 
federal law in 1998. 

Republican leaders have attacked the 
plan as an attempt to nationalize the U.S. 
health-care system on a piecemeal basis. 
And they have vowed to block the admin- 
istrations anticipated legislative propos- 
als. The issue is almost certain to become 
a major political battle in the 1998 con- 
gressional elections. 

A small-business representative on the 
commission, 8. Diane Graham, was the 
only member to oppose the final recom- 
mendations. Graham, chairman and CEO 
of STRATCO, Inc., an engineering firm in 
Iveawood, Kan., said the proposed bill of 
rights would amotini to "enforceable enti- 
tlements" that would increase health-care 
costs. Higher costs, in turn, would hamper 
small businesses' ability to ofTcr health in- 
surance to their workers, she said. The 
burden of raising premium ratal falls 
hardest on the small employer." 

Although the commissions conclusions 
are purely advisory, Clinton directed fed- 
eral agencies to implement as many of the 
proposals as possible within their regula- 
tory authority, and he said he will ask 
Congress to pass legislation to implement 
the rest. He also urged the business and 
health-care communities to adopt the con- 
sumer protections voluntarily. 

Clinton created the panel after Congress 
in 1994 rejected his attempt at a sweeping 
overhaul of the nation's health-can 1 system 

The panel is co-chaired by Labor 
Secretary Alexis M Herman and Health 
and Human Services Secretary Donna E, 
Shalala Its members represent eon 
sum era, health providers. labor unions, 
and a few husi 



The preamble to the "Consumer Bill of 
Rights and Responsibilities* declares that 
high -quality health rare should l>e 'avail- 
able to all Americans, regardless of ability 
to pay" These are the commissions 
seven proposals in brief: 

Information disclosure: Consumers 
should have "accurate, easily understood in- 
formation and assistance* about their 
health care. This would include information 
about their doctors 1 experience in perform- 
ing specific procedures, whether 
the doctors have been disciplined, 
and whether there are financial 
incentives from a health plan to 
limit procedures. 

Choice of providers and 
plans: "Consumers have the 
right to a choice of health-care 
providers that is sufficient to as- 
sure access to appropriate high- 
quality care. 1 * 

Access to emergency ser- 
vices: Health plans should pay 
when a patient goes to an emer- 
gency room with "acute symp- 
toms of sufficient severity* that 
am "prudent layperson" would 
consider an emergency, even it 
the patient turns out not to be se- 
riously ill or injured. 

Participation in treatment 
decisions: Doctors should be 
able to tell patients about all treatment op- 
tions regardless of their cost 

Nondiscrimination: I'atienta should 
not be dented medical care "based on race, 
ethnicity, national origin, religion, sex, age, 
mental or physical disability, sexual orien- 
tation, genetic information, or source of 
payment 

Confidentiality: With few exceptions, 
individual medical records should be confi- 
dential and disclosed only for treatment or 
payment of bills. Records might be re- 
leased if necessary to investigate health- 
care fraud or to protect the public's health. 

Complaints: Patients should lie able to 
appeal in an independent, outside review 
panel iflhe\ think they were improper!) 
treated or denied care. 

In addition, the healthcare hill of 



rights includes a section on consumer re- 
sponsibilities, such as "maximizing 
healthy habits." being respectful of doc- 
tors and health -care workers, and mak- 
ing "a good-faith effort to meet financial 
obligations." 

The recommendation on choice of doc- 
tors relates to the fact that many man- 
aged-care plans require patients to obtain 
a referral from a primary-care provider 
serving as a 'gatekeeper* before seeing a 




specialist Although it is unclear bow lias 
recommendation might be implemented, 
it would undercut one of the key methods 
by which managed-care plans control 
health costs. 

The Health Benefits Coalition, a broad- 
based group of businesses and health-care 

] providers that oppose federal health man- 
dates and anti-managed-care legislation. 

' is working to develop less-costly and less- 
burdensome alternatives to the commis- 
sion's proposals 

"We see a locomotive heading down the 
Hack, headed over the cliff, and we're 
busily trying to create a spur line to take it 
away from disaster," says Neil TVautwein, 
manager of health policy for the I r .S 
( "iiamU'i of Commerce, a leading meml>er 
of the coalition. ■ 
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HEALTH-CARE COSTS 



Increases For The Year 
May Exceed Projections 

Health-care costs are rising significantly 
again, and the trend is expected to con- 
tinue in 1998. 

Jon Gabel, director of the Center for 
Survey Research in Washington, D.C +t 
part of KFMG Peat Marwick, a New 
York City-baaed accounting and con- 
sulting firm, estimates that increases 
for 1997 will prove to be 5 to 7 percent, 
and he forecasts a similar level of in- 
creases for 1998. 

John Erb, a principal at William Nt 
Mercer Co., a New York City benefits 
consulting firm, warns that health 
premiums may jump as much as 10 
percent in 1998 as insurance compa- 
nies take action to recover past loam. 

"The vacation employers have had 
from higher premiums is just about 
over." Erb says, "Ln 1998, we win see 
[health insurers] going for profits." 

By comparison, in 1996, health-care 
costs rose just 2,5 percent, according to 
a Study by Mercer Businesses with 10 
to 500 workers saw their health-insur- 
ance premiums drop slightly — by an 
average of 2 percent— while companies 
with more than 500 workers experi- 
enced an average 3.6 percent increase. 

At the start of 1997, when inflation 
was running slightly over 2 percent, 
many experts had forecast that em- 
ployers would see health-care costs 
rise about 4 percent for the yean or 
roughly double the inflation rate, but 
still leas than Gabel now projects. 

The stable or falling health-pre- 
mium costs that employers had enjoyed in 
i recent years, he says, were an "economic 
miracle* 1 caused by the rush u> manned 
care and intense competition among 
health-maintenance organizations. The 
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currently rising rates, he says, represent a 
"correction" needed by health insurers to 
cover their recent losses. 

Gabel notes that health-insurance premi- 
ums for federal workers are up s.2 percent 



Rising Health Costs 
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for fiscai 1998, a harbinger of rising costs for 
private employers. But he forecasts that the 
increases will moderate within a couple of 
years because the general rate of inflatton 
remrtiii> under control ■ 
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Simpler Reporting Forms 
Could Be Complicated 

Three federal agencies are planning to 
simplify the annual retirement-plan re- 
porting forms that employers must use, 
hut some Miiall hu>mew> may find that 
the compliance process will take longer 
and be more difficult 

The new forms, which would replace 
the current Form 5500 and one of two 
other simitar forms, most likely would j 
be used starting in mid- 1999 for 1998 
ivp.jrts But ounpam»> would ha\e to 
start changing the way they collect pen* 
sum-plan data early in 1998 to accom- 
modate the reporting change, pension 
consultants say. 

The retirement-plan forms are filed each 
year with the Internal Revenue Service, 
which shares the information with the 



Department of Labor and the Pension 
Benefit Guaranty Corp. Hie three agen- 
cies, acting under the Clinton administra- 
turn's *YeinventinK government" initiative 
.muiuIv issued their lon^-awaited proposal 
for new form* in SeptrmUr 

The public-comment period on the 
proposal n . u lonn, < |<.^d N<»v :i. and 
the agencies hope to decide soon on rec- 
ommended changes to the revised 
forms. 

Under the Employee Retirement 
Income Security Act. company-spon- 
sored retirement plans must file Form 
5600, a comprehensive report about the 
plans financial condition, operation, 
and compliance with government re- 
■ niirerneht- 

Plans with (00 or more participant* use 
Form 5500; those with fewer than UK) 
participant* use Form fkVNHVR; and one- 




Nations llusiness January ' 

person plans use Form 5500-EZ 

The new format for reporting would 
use a standardized, single-page form re- 
sembling a tax return, supplemented by 
13 financial "schedules" to report vari- 
ous kinds of infor- 
rnation, Five of 
the types of infor- 
mation requested 
would be new, 

Small companies 
would no longer 
use Form 5500- 
C/R, which would I 
be eliminated; they 
would use the stan- 
dardized regular form. Form SSOO-EZ 
would not be changed. 

The agencies also are planning to insti- 
tute new electronic-filing and computer- 
processing techniques. 



WORKERS' COMPENSATION 



Some Premium Adjusters 
Promise Too Much 

Businesses that hire consultants to help 
lower their workers compensation premi- 
ums may be inviting unwarranted ex- 
penses or legal trouble if they're not care- 
ful whom they hire. 

So-called premium adjusters are inde- 
pendent consultants who are hired to re- 
view a company's job classifications, look- 
ing for inaccurate worker ratings by the 
insurer. 

Workers comp premiums vary according 
to each job's assigned level of risk. Thus* if 
a company's workers are placed in a dpi 
category that's too high for the tasks per- 
formed, the company's premium for work* 
ers' comp coverage can be undeservedly 
high. (See "Costly Numbers In Workers' 
Comp" September 1W7 

If a detailed review of a company's job 
classifications discloses risk ratings that 
appear too high, the premium adjuster ne- 
k'otiales Willi the wnrVr-Vomp m>mer I'ur 
premium refunds. The adjuster may 
charge a percentage of any premium re- 
funds nhtaini'il nr may work on an hourly 
basis. 

According to one premium adjuster how- 
ever, some consultants charge large fees at 
the outset while promising substantial pre- 
mium refunds, or they encourage compa- 
nies to inaccurately desml*- t hi nature or 
understate the risks of their jobs to achieve 
a premium reduction. 

Deliberate falsified ion of the risk levels 
of jobs amounts to premium fraud, a seri- 
ous insurance crime, says Edward J. Priz, 
president of Advanced Insurance 
Manageineni in Riverside. 111., and author 
of Ctttt/ftCitHtnl Tin Secret* of Reducing 
\\<>,h rs'( '<»tif*'nstthrHi t 'nsts a >asi> Press. 

Priz ofler> these e^niiehnrs for hust- 



Accounting firm Coopers and Lybrand, 
headquartered in New York City, notes 
that the revised package represents "a 
major change in the annual reporting re- 
quirement" for employer-sponsored re- 
tirement plans. The firm also recom- 
mends that companies "carefully review 
this proposal" because they might have 
to collect additional information to com- 
ply with the new forms. 

The proposal is in the Sept 3 Federal 
/ L 'rr/,',:r r which can he found at many 
local libraries. 

The proposal is also available electroni- 
cally on the World Wide Web site of the 
Labor Department's Pension and 
Welfare Benefits Administration at 
mmadolgov/dfjljphvba, but Internet users 
need a browser with a graphical viewing 
program to call up the forms in the pagi- 
nated format in which they are printed. ■ 




nesses that use an outside firm to review 
their workers' comp premiums: 

Never misrepresent the nature of 
your business or the duties of your em- 
ployees. *No reputable consultant will be 
involved in such schemes," Priz says Any 
consultant who suggests such action 
should be reported to state insurance offi- 
cials, he adds, 

Don't pay a big fee upfront based on a 
consultant s promise of premium refunds. 
The savings may never materialize. Most 
premium ad- 
justers work on 
a contingent -fee 
basis, which 
means you pay 
only if and 
when a pre- 
mium refund is 
awarded. 

Ask for the 
consultant's findings in writing. 

Demand an explanation of the exact na- 
ture of the premium mistake and the cor* 
recttve course of action- If you have any 
doubts, ask your insurance agent to review 
the consultants report 

Obtain references and check them be- 
fore hiring a premium adjuster. 

The Coalition Against Insurance 
Fraud, an industry-supported group in 
Washington, D C, confirms that there 
have been some— though apparently 

few— recent reports <>t adjuster fraud 
Coalition s|>okeMrian Mike Dicejc says 
his organization has been pushing for 
nuiLiher Mate laws that would make it 
rasn>r tn prosecute third parties thai "aid 
;tnd ahet insurance fraud * 
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via FAX! 



MarketFAX 
gives you quick, 
easy access to 
small business 
information. 
Receive recent 
cover stories from 
Xirt/OH * ttH.<inrss instantly via tax! 

Just $4.95 per copy 

is Your Company 
Keening Pace? 

The -...m| nM.nni-n ' : .ire expected to 
continue*— wt a slightly abated rale— in 
1996, But sustained growth has created 
new Lli;aienge«forOT^btt8iiieese». 

EirtertaMlnr W«l 

Combine entertainment with traditional 
retaflinj? and what do you have? If handl- 
ed ri^ht, a winning formula— a* some re- 
tailers. Isjth large and small, are finding. 

Computer Crime 

The era of electronic innocence is over. 
Firms must protect themselves against 
losses from computer hackers, thieves, 
v i r u Bel — a n< 1 h rn| >! oy ees* 

The Heat Is On 

Small firms are under increasing pressure 

t JM .],; Vr jnp iM'Tler IM'iKiucl.- l;iS!rrjlM 1" 

remain competitive; here are steps that 
companies am follow to quicken the pace. 

The Big Switch 

As deregulation of the electric-power 
industry gears up. some small-business 
owners'are hejrintring to st*e the impact, 
uia3 others should kani what's at >take. 

Ties That Bind 

Wise smalUiuisim*ss jx^jple aim for long- 
term relationships that benefit both buyer 
and seller. 

Pension Power 

SmaU firms now haw more ways of creating 
ihv kiiHl«-rroTiremeni plan.- ih:»r vvm*k 
fur them. 
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TAXATION 



Fighting For Limits 
On An IRS Plan 



.4 proposal to tax earn tugs 
of many lim ited partners 
and members of lim ited- 
liability companies is 
rucoiniteriMj organized 
apposition* 



By lorn Pnjih 



Small-business advocates are 
preparing for a renewed assault on 
proposed Internal Revenue Service 
rules that would increase taxes for 
many members of limited- liability com- 
panies and partners in limited partner- 
ships. 

The rules, proposed in 
January 1997 but not yet 
finalized, would require 
millions of those business 
owners to pay the 15.3 per- 
cent federal employment 
tax on their earnings. They 
currently pay zero because 
under a vaguely worded 
federal law, they are pre- 
sumed to be passive in- 
vestors receiving unearned 
income, not wages, from 
their partnerships or 
UAk 

But the IRS maintains 
that because of their level 
of activity in their busi- 
n esse*, their income from 
those businesses tffltojtfe 
tutes wages. The proposed 
rules would clarify the 
law's intent by creating a 
stringent three-part test to 
determine exactly who 
must pay the employment 

tax and who is exempt. 

However, there would be 
no exemptions for professionals in seven 
service categories— health, law, engineer- 
ing, architecture, accounting, actuarial sci- 
ence, and consulting. They would pay, pe- 
riod 

In May, to block implementation of the 
rules, the Chamber of Commerce and 
22 other groups formed the Coalition to 
Stop New Small Business Payroll Taxes, 
They won a temporary reprieve in the tax- 
reform law enacted Aug, 5, which included 
a moratorium that bars the IRS from fi- 
nalizing the rules until after June 30, 
1998. 

In the interim, coalition members are 
developing an alternative proposal for 
determining which LLC members and 
partners must pay the self-em pi* iy me nt 
tax. The plan will be presented to law- 
makers on the tax-writing House Ways 
and Means Committee in hopes that 



Congress will adopt the business- 
backed alternative before the morato- 
rium on IRS action lap>e> 

The IKS pro|>osa] is an unjustifiable tax 
increase on small businesses" and "an un- 
commonly bad initiative," says Dan 
Mastromarco, spokesman for the coalition. 




Retirement-center owner Don Denier BOfyB an IRS proposal to levy (kg 

i tl i}ihtifnf< nt tn.rtt/i ntaitff t/it-Htht rs of !nnti< <i-hnh{lift t n, : „ putties Ht/nffl 

(i'ixeonmge investment. 



Mastromarco is an attorney with the 
Argus Group in Washington, D.C., a law 
and government-relations firm. 

"We don't want Congress or the IRS to 
act without having the business commu- 
nity's input on what is the correct ap- 
proach," says Mastromarco. 

How Confusion Developed 

The limited-liability company is a rela- 
tively new type of business entity whose 
popularity began to increase earlv in the 
1990s. An LLC is a cross between a o 
ration and a partnership, like the ofl 
of a corporation, LLC members 
shielded from personal liability Like mem 
here of partnerships, their profits and 
losses -how upon their r «* l# ITU llJ lax re 
turns. 

The tax code requires the self-em* 
ployed to pay the entire 15 3 percent 



payroll tax— 12,4 percent for Social 
Security and 2,9 percent for Medicare, 
tin comparison, employees pay half the 
15.3 percent through payroll deduc- 
tions, with their employers paying the 
other half.) The amount of wages sub- 
ject to the Social Security tax in 1998 is 
$68,400, up from 
$65,400 in 1997. Wages 
subject to the Social 
Security tax are adjusted 
each year based on infla- 
tion. All wages, however, 
are subject to the 2.9 
percent Medicare tax. 

A law passed in 1977, 
before LLCs became a 
popular form of business 
entity, stated that general 
partners are subject to the 
st*lfH*mployment tax and 
limited partners are ex- 
empt. The rationale for 
the difference is that lim- 
partner,. tvpi<allv are 
passive investors, so their 
income from the partner- 
snip should he considered 
investment income, not 
compensation for services 
Tb<; law did not refer ti) 
laXg* members, however, 
lmil * providing no guid- 
ance on how they should 
he treated for employ- 
mem-tax purpom*. Nor did the law deHne 
how pmta a partner would have to be to 

and avoid the H4'lf^mplo 
Attomeyg say the lack of g 
™m guessing about tax treatment and 
concluded that their clients who 
*«'re LL( members were exempt from the 
t lX Mi »W illwi didn'l <|Uestiun the exempt 
***** of ^eir clients who | ml »ted 
partners. 
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Workplace Safety 
And Compliance Solutions 



OSHA Guide 



1910 OSHA Guide 

This handy inference 
contains the full text of 29 
CKR Rut HUO, Subparts A 
through Z, plus Rut 1908 
Ins|jeetions, unci Rut 19(M 
Recordkeeping — printed in 
20% larger type than the 
( 'Fit, and tab-divid^l and 
indexed for quick inference. 
1,039 pages. #FA-:i4-G 



$189.00 

Compliance Audits- 
Essential Checklists 
For OSHA, EPA & 
Other Key Agencies 

This resource saves 
you time and money by 
providing a "snapshot" 
of facility compliance 
through an easy-to-use 
audit program. It provides 
guidance on how to do a walk-around audit of 
your facility; takes you through the recordkeeping 
requirements; and provides information on OSHA 
and EPA. including how they do insertions and 
schedule penalties. 2U2 pa ires 
#FA-50-M 

$139.00 





Workers' 
Compensation: 
A Management 
Cost-Reduction and 
Safety Program 

This versatile resource can 
help you develop, implement, 
^ and maintain company-wide 

jKilicies and programs that can helj) 
reduce the casts associated with workers' compen- 
sation claims. ( \>vers essential topics, including how- 
to establish an injury- reporting system, develop and 
maintain a formalized case management program, 
establish a return-to-work program, and more. 660 
pages. #FA-<i5-M 



$99.00 



Americans With 
Disabilities Act 
Compliance Manual 

Comply with ADA guidelines 
affecting hiring, promoting, 
training, compensation, and 
firing practices. Find out what 
constitutes a disability, who's 
protected, how to conduct 
employment interviews, and much more. 
Includes accessibility standards for new construction 
and alterations of public facilities, state-level regula- 
tions, and court cases. 875 pages. #FA-49-M 

$99.00 



Call Toil-Free 1-800458-9922 - FAX 1-202463-5641 



j Ytes! I want The Follow v i 
Workplace Safety Solutions 

Update service available separately, 
toose leaf, 3-ring bound. 
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into contracts on behalf of the 
partnership. 

■ The person participated in 
the partnerships trade or busi- 
ness for more than 500 hours an- 
nually 

Opponents of the rules say the 
"500-hour" test would force a 
large number of LLC members 
and limited partners who do not 
pay the tax now to begin doing 
so. 

The IRS erred, opponents say, 
in basing one of the criteria on 
how active an LLC member or 
limited partner is. They main- 
tain that the employment-tax 
status of an LLC member or lim- 
ited partner should be judged by 
how much control the individual 
has over the business, not by 
how many hours the person de- 
votes to the business. 

The 500-hour test would pri- 
marily hurt "those business 
owners who do not earn their 
living by passive investment 
but by their own sweat equity" 
says coalition spokesman 
Mastromarco. 

The U.S. Small Business 
Administration puts the num- 
ber of LLC members and lim- 
ited partners who could be af- 
fected at more than 10 million. 

Kansas City, Mo., attorney Al Martin 
says his profession would be hit hard by 
the new regulations, as would the six other 
service categories in which professionals 
would pay the tax without question. "This 
is a huge group of people," he says. It's lit- 
erally hundreds of thousands of people 
presumed to be active in a business 
whether they are or aren't." 

Martins firm. Shook, Hardy & Bacon, is 
set up as a limited-liability partnership, 
the term used to designate an LLC in some 
states. 

Return On Capital Investments 

Critics see another serious problem with 
the IRS proposal: Those liable for the self- 
employment tax would have to pay it on all 
their distributions from the LLC or limited 
partnership — including anything that 
could be attributed to a return on capital 
investments. Although current law is un- 
clear on the issue, attorneys say they have 
always assumed that return on capital 
should be exempt. 

Don Desler, who owns the Good 
Neighbor Care Center in Springfield, Ore., 
is among those concerned about that as- 
pect of the rules, He says he can midi r 
stand the EBSh desire U> impose the self- 
employment tax on his compensation, but 
he maintains that i mposing that tax on his 




Pwcffft <cnucm w i th W ftl sm* 
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return on investment is going too far 

Desler s company, an LLC, has devel- 
oped i model for community-based retire- 
ment care that he wants to replicate by 
setting up additional LLCs in other states. 
But he worries that the IRS proposal 
would scare away investors and hamper 
his plans for expanding his business. "Any 
time you raise a red flag about tax treat- 
ment, the easy thing to do is to [walk 
away I,"* he says. 

Critics of the regulations say the solu- 
tion is to require that limited partners 
and LLC members be subject to the self- 
employment tax only on distributions 
that are identified as "reasonable com- 
pensation" for services rendered to the 
partnership, with distributions related 
to capital expenditures exempt from the 
levy. Mastromarco says the coalition is 
working to develop a proposal based on 
that standard. 

The 500-hour rule could be turned into 
a safe harbor, says Mastromarco. A per- 
son who worked 500 hours or less would 
be exempt from the self-employment tax. 
A person who worked more hours would 

I be subject to another type of test to de- 
termine if he or she exerted enough con- 
trol over the business to trigger applica- 
tion of the self-employment tax on 

I "reasonable compensation " 



A Measure Of Certainty? 

The business community's 
complaints notwithstanding, 
some tax lawyers view the 
proposed rules positively. For 
example, Steve Frost, an at- 
N > r 'i^ v.iih the Chapman & 
Cutler law firm in Chicago, 
contests the SBA's estimate 
that 10 million people would 
be affected; he says most LLC 
members and limited part- 
ners would pass the t (im - 
part teat and be exempt from 
the self-employment tax. 

Frost says the regulation* 
would he .! boon to the nuuonty 
of LLC members and limited 
partner who have lone, oper- 
ated without guidance on this 
issue, *This would give all aorta 
of certainty* to such taxpayers, 
he says. As long as thev worked 
no more than 500 hours for a 
limited partnership or LLC, he 
*avs. they would not h:\u- to 
worry about paying the *<lf-em 
ployment tax. 

But the coalition says that 
even for those who subscribe to 
Frosts views, there is another 
good reason to make sure the 
proposed IRS rules are never fi- 
nalized. Coalition members 
fear that an IRS virion -eventu- 
al^ wquM revive a failed 1993 Clinton ad- 
ministration attempt to impose the self- 
employment tax on dividends paid U> 
corporation members. Those dividends 

VVe 1*W there is more tint when vou 
itt up this rock," Mastromarco aay* *Wtb+ 
^eve this is one step along the continuum* 
at broadening the applicability of the tax. 
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'though the tax law enacted 
August that included the morato- 
rium on the IRS rules said nothing 
'■"*>iil the mm,.,,! ,,| { \ w regulation*, 
'1'1-oncnts say that if the IKS iln-n't >,..*( 
»ty the rules, Congress is likely to step in 
and rewrite them. 

f-^? lgr T. kn0WB *■* "e«>nornically this 
IpropoMl] doesnt make a lot of sense," 
••JwDavid Keating, president of the 
««oona] Taxpayers Union, another nwnv 
?* of j|* coalition fighting the tvguln- 
lions. My hope is that the IRS will eee 
tOere IS sufficient congroHMiul i - t . I - . 
:«rul withdraw the m |i - 
Regardless, Mastromarco says the 
coalition will he ready to offer a' better 
alternative "S„,ing hack and waiting i* 
going to get the n({ht r „ Hult - hr 
The business community has to 
ry proactive and insistent <i|s>n 
g the right results " « 
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and services from MarketFAX. Just provide the advertiser's 
3-digit number and your fax number. 



IBM. Looking for more than just a PC to solve your business problems? IBM 
can help by offering you integrated hardware and software service contracts, 
and financing at attractive terms- Call today for more information 833 

Cessna. Tired of the cost and time wasted on commercial airline travel? Find 
out how your company can benefit from using a Cessna CttattonJet 880 

GTE. Now your business can rely on a single company - GTE - for help with 
all your business' telecommunications needs, mcludinrj worldwide long dis- 
tance. Call today and count on GTE for help 815 

NEC. The Corporate Networks Group, a telecommunications industry 
leader integrates diverse telephone, computer, and video technology for busi- 
nesses of all types and sizes through its FUSION Integrated Communications 
Business Strategy, delivering information m voice, data, text, video, and image. 
Call for details. 804 

Trip Fori Is always open for business. We provide information for vacation 
and business travel And we guarantee the lowest air fares! Call for details. 
ATTN: Travel Agents, join our network. 828 

General Nutrition Centers, one of America's most-recognized specialty 
retailers, could also be your best franchise opportunity You can tap into the 
lion's share of the $6.5 billion nutritional supplement market while becoming 
part of an international retail chain more than 2.800 strong 824 

World Record Golf Club. New oversize Controller driving iron sets a world 
record from the fairway. The 123" mode! misses world record for a driver by 
one yard. Its patented design reduces hooks and slices and conforms to USGA 
Rules 830 

Ricoh's Digital Multi-Functional Equipment delivers powerful tax, 
copier and optional printing, scanning and PC faxing capabilities in one com- 
pact unit. To find out more about maximizing your productivity, call today for 
a free brochure B27 

Royal Copystar. The RC-2260 copier is packed with features and pertor- 
mance required in today's information age Sixty letter-size copies per minute, 
five on-line paper sources, and "custom edge erase" so you can quickly and 
easily copy checks and odd-size originals Call for specs. 858 

MarketFAX, Use this exciting interactive fax technology to get immediate 
results for your small business Call today to find out more information about 
the benefits of this system. 885 

TargetSmart! is the first book to describe how database marketing can be 
used by small businesses. Using visual aids and a two-year case study, the 
book shows how to strengthen customer relationships and increase sales, 
818 

MICA Software. Get the details on a 30-day free trial of live' accounting 
software. It's not just a demo version! Use your own data files Gel full use of 
our tech support Call for more information on the MICA Series 803 

WebRamp M3. Give your entire company Internet 
access through one simple-tr>use device Named 
Best of Show at Network!* Interop. the M3 eliminates 
the necessity of separate Internet user accounts Try it 
for 30 days with a money-back guarantee 832 
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Crane & Company. Crane Business Papers are always 100% cotlon for 
quality that makes you stand out whether used for a resume, business let- 
terhead, or presentation. Call for details and a free sample. 834 

Ascom Hasler Mailing Systems. Save money by learning how our 
new postal and shipping scales will make your mailroom more efficient and 
less costly 892 

Mita Fax Machines. Reduce cost and transmission time Mita machines 
allow you to scan documents into memory at six seconds per page Laser 
technology lets you use plain paper for clear, precise images. Three cost-effec- 
tive models available. 884 

Mail Boxes, Etc. The world's largest franchisor of neighborhood postal, 
business and communications service centers targeting small business own- 
ers and consumers. Call for more information on franchising opportunities. 
848 

Blue Chip Enterprise Initiative. An award program that has honored more 
than 1 ,400 businesses since 1990 Find out how your business can qualify for 
this program Call for information 81 1 

Fidelity Investments- has teamed with the U S Chamber to create a 
retirement program exclusively for Chamber members, it's called 
the CHAMBERplan And its designed specifically for small to mid-sized 
businesses B18 

Steamatic is a diversified cleaning and restoration business with multiple 
income opportunities. A single franchise fee provides residential and com- 
mercial air duct cleaning, insurance restoration specializing in fire and water 
damage, carpet, furniture and drapery cleaning 825 

Emkay Fleet Services. One of the top 10 fleet management companies in 
the country. Fifteen management programs to choose from, including open- 
ended operating lease insurance safety, maintenance control and full man- 
agement. Call today for details and an office near you 809 

Reprints of Nation's Business cover stories on estate planning, how to use 
the Internet finding capital, and more These four-color reports are handy ref- 
erences or great for mailing to clients and prospects. Call for free listings and 
order information 829 

Ricoh. Our free video and brochure will show you the advantages of the Ahcio 
Digital Copiers The Aficio digital line includes an array of models- color, mul- 
tifunction, and black and white copiers 826 

All Tune and Lube. It s what's hot m franchising Join the recognized leader 
rn the 170 billion-dollar automotive service industry. Our multi-branded con* 
cept allows franchisees 3 times the potential under one roof 871 

Ryder Get your own copy of "fleet cost analysis" from Ryder the experts in 
customized leasing Ryder excels at customer service and offers low overall 
costs, Evaluate leasing vs ownership, Call now. 855 

American Life. Add a valuable life-insurance pro- 
gram to your employees benefit package at no cost to 
your company 1 It can be handled with payroll deduc- 
tions And it's an ideal supplement to an existing Group 
Life coverage It's portable, too Call for details 806 
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Small Business Technology 




Off-the -shelf programs can help with your firms 
money mmiagement, office tasks, and creativity. 



By Tim McCvlInni ami AUh >1 <l ll"l:nuj, r 




Software 
The Basics 



Computer software* can be a 
boon to tin.' productivity of 
entrepreneurs working at 
home or in a small office. 
But small firms might miss out on 
some of the greatest benefits if they 
use only the software that came 
with their business PCs. Typically, 
this software consists of an operat- 
ing system such as Microsoft 
Corp/s Windows 95, a suite of general business pro- 
grams such as a word processor and a spreadsheet 
tools for accessing the Internet, and a few games. 

Maximizing productivity will almost certainly 
require additional software geared toward specific 
business needs. Some programs might enhance finan 



rial, graphics, and other business capabilities, while 
other soaware might be needed Tor general office 
chores such as filing. 

M«^orthepr f; g ] -a m sarr,-e!a t jvelv I n,.x l x.ns l veand 
are easy to install and operate. r'nlU,^ , s a .mall 
sampling: 




Financial 
Aids 



Quicken customers is small-business 
owners. 

In response tn that interest. Intuit 
lias tailored .\ version of Quicken to 
meet entrepreneurs needs Called 
Quicken \ ionic & Business HH. the 
program combines Quickens trath 
tional personal^mance-management fea» 
tures with additional \ >u<iness- manage* 
ment capabilities: tracking of payables and 
»vith customers and receivables, invoicing, and detailed finan- 

invoices and reports, | _ ^ l L aal reporting 

The software is easy 
to master [i feature* a 
sophisticated system to 
h * 'p entrepreneurs lo- 
cate and use specific 
functions of the pro- 
gram, and it contain- 
links to Inluitn World 
Wide Web Mti , u hu h 
an excellent source of investment and 
other financial information 



Financial-management programs tan 
save a lot of time and money for entre- 
preneurs They enable users to record 
and track transact 
suppliers, generat 

and analyze cash flow and other Una una 
data. Here are some programs worth con 



Quicken Home & Business 98 
S89.95, Intuit lnc. 



But the largest category of registered 





Time & Profil 
$17!) 

ByU»I*n» Corp. 

Time & IVofit t* an ex- 
cellent too] for entre- 
preneur* who bill 
client* by the hour, 
i . With an on screen 

,t,rn ' l;, ; »^rs enter then wor k ^ hednh- 
l Z wh dient, then dick a button to 
Vmm their hour* m the program^ ao- 

" mnhn ^ ^Mrni Tune \ IVof.l \u fe I 

tltfes a ^stopwatch" tk/.t w ji« 

wt » . r n,uin *«ai lime* phone calls 

* 1 11 hr,|t j iahuLiie^ the iinumnt the 

«w?ul,^ni"thl^ lMllwi 1 " s<i iuu " ,hj ' 

The software f^n^k/^V li 
ity of vtir^^T^^ ■ m,fiuW " 

iKled client* jfSTneii * ^ -!a 
ative « 
supplier 
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Productivity 
Builders 





Software aimed at 
boosting productiv- 
ity is a natural for 
home- and small -office 
users, who generally don't have 
support personnel on hand. These pro- 
grams can speed clerical tasks, organize 
information, and more: 

Encarta Reference 
Suite 98, $109 
Microsoft Corp, 
l-aoo-uoMMOO 

Entrepreneurs (or 
t heir family members) 
who need to incorpo- 
rate almost any fact 
into a project almost surely will Ik* ahle to 
find it somewhere in the Encarta 
Inference Suite The suit*- consists of throe 
reference works on CD-ROM, each of 
which has received wide acclaim in its own 
right. 

The Encarta 98 Encyclopedia Deluxe 
Edition contains more than 30,000 articles 
and more than 16.000 related photos, il- 
lustrations, sound clips, videos, maps, 
charts, and links to the Internet. In addi- 
tion, it contains 900 interesting "sidelKirs." 
such m famous speeches and documents 
and views of selected periods in history 
conveyed via contemporary newspaper 
and magazine clipping The enevdope- 
dias content can be updated monthlv via 
modem. 

Virtual (Jlobe is a world atlas featuring 
remarkably detailed maps and articles iv 
lated to geography Bookshelf 9* consists 
of 10 reference books, including a dictio- 
nary, thesaurus, world almanac, and ZIP- 
code directory. 



Internet. For example, users can save 
World Wide Web pages in a form that pre- 
serves graphics, sound, and links to other 
pages. 

PaperMaster Live's tools allow users to 
highlight text, attach notes to docu- 
ments, and insert logos and signatures. 
Users can merge and send documents 
via e-mail without exiting from the pro- 
gram. 

ProVeitture Mail Tools 

$49.95 

MySoft ware Co. 

This soil wan' makes 
quick work of mail- 
ings to customers, 

prospects, suppliers, 
and others. It imports and converts names 
and addresses from common word -process- 
ing, contact-management, spreadsheet, 
database, and other programs into mail- 
ing-list format. Mailing to part, or all of a 
list is merely a matter of choosing an en- 
velope, label, or postcard design and se- 
lecting a typeface, printing color, and logo 
to appear on it 




Graphics 
Tools 




PaperMaster Live 

$119 

DocuMagix Inc. 
l-800-:t62-8ti24 



PaperMaster Live helps 
entrepreneurs organize 
the documents, elec- 
tronic mail, faxes, and 
images they scan or download via modem 
into their computers. With this software, 
users are ahle to file items for later re- 
trieval in folders thev create and name 
within a cent ral elect runic file cabinet. 

Tins version of PaperMaster Live lias 
been improved to help people work more 
easily with material they obtain from the 



The latest graphics pro- 
grams are designed to 
help entrepreneur* create viMiaJU in- 
teresting brochures, business cuds, fliers, 
stationery, and more. Thev are also useful 
for fanulv pmjerts such as making greeting 
cards and completing school assignments. 



Picture It! 

$54.95 

Microsoft Corp. 
l-H0tt-42ti-!MfM) 



This software allows 
entrepreneurs to incor- 
porate photos into 
marketing and other 
materials quickly and easily. 

Users sow printed images into their com 
puter or download electronic images from a 
digital camera. Then they can use tools con- 
tained in the program to touch up scratches 
and dust, create special efforts, and add text 
captions, among other fund ions. I sers can 
visually preview how a particular special ef- 
fort will h*>k U-fore the\ implement it for 
then photo 
Picture It' also enables users to access 




Picture It! 





Mail Tools automatically filters out du- 
plicate items on mailing lists; it corrects 
I spelling, address formats, and other data; 
and it adds ZIP+4 codes. 

Moreover, Mail Tools can apply barcodes 
to items and sort them to enable users to 
I take advantage of U.S. Postal Service dis- 
counts on bulk mailings. 

SOHOMaster, $249.95 
New Perspective 
Software Inc. 
1 -888-522-8334 

SOHOMaster can 
function as an office's 
central nerve center 
by organizing and au- 
tomating operational functions. The data- 
base program, which is especially useful for 
retail and mail-order businesses, can han- 
dle contact management, invoicing, pur- 
chasing, inventory management, shipping, 
and more. 

Also, the software can be used to fax or 
e-mail documents to user-selected clients. 

SOHOMasters data-entry capabilities 
work in conjunction with hardware such as 
credit -card readers and bar-code scanners. 



via modem the Kodak Picture 
Network, an online image-reposi- 
tory senice that costs $4 95 a 
month, and to link to PhotoNet, a 
World Wide Web site where users can 
post and share with others photos 
that were developed by their local 
photo shops 



$2* 
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The Print Shop 
Publishing Suite 

S69.95 

Brodcrbund 
Software I no* 
1-80CK54H-179K 

Entrepreneurs don't 
have to lie artists to 

make I he most of The Print Shop 
Publishing Suite, which consolidates the ca- 
pabilities of Hroderbunds flagship The 
Print Shop Premier Edition desktop-pub- 
lishing soft wan/ and The Print Shop 
1 VessWii ter doeunn Tit - pul Wishing program. 

This easy-to-use software provides an 
array of tools lor creating graphical mate- 
rials such as calendars, greeting cards, in- 
vitations, market ing fliers, and stationery, 

The program make* it equally easy to Cre- 



tan enter text directly or import it from a 
word processor and the software will flow 
text automatically based on the style and 
page layout the user chooses, M 



Nati< nV; 



January 11*98 



SMALL BUSINESS TECHNOLOGY 



Printers Expand 
Creative Horizons 



With increased capabilities 
at lower prices, the devices 
have a whole new range of 
uses for OihvprowHik 
Mere's how to choose the 
rigid printer for i /one needs. 



By Tim MeCoUam 



■ a Fonda Restaurant special- 
I izes in spicy Southwestern 
| and Mexican dishes served 
■■in a festive atmosphere. But 
food isn't the only thing created 
there. 

While the cooks at the Artesia, 
N.M., restaurant rustle up fajitas, 
chiles rellenos, and the tike, the 
CKO and manner. Boh Perkins, 
cooks up menus, wall decorations, 
and other displays on the com- 
pany's color laser printer 

Perkins bought the printer, a 
Xerox XPrint 4915. two years ago. 
At the time, the company was pav- 
ing a printing company to create 
colorful menus. However, the high 
cost of commercial color printing 
deterred Perkins from changing 
food offerings and prices as often 
as he would have liked 

lb reduce printing costs, he 
Wight an inexpensive inkjet 
printer to produce menu supple- 
ment'?, but the inks ran when liq- 
uids spilled on the menus. The 
cokir laser printer solved his prob- 
lems. It enables Perkins to change 
menus whenever he feels it's ad- 
vantageous, and the laser ink 
hn|d> up well u»<pil1s arid stains 

Once, business people used printers al- 
most exclusively to produce letters, 
spreadsheets, and other black-and-white 
text documents, Now. resourceful entre- 
preneurs such as Perkins use their print- 
ers for much more. Its not that these busi- 
ness people suddenly have become more 
imaginative about using printers, its that 
printers have become more capable, 

In recent years there's been a steady 
march toward high print quality," says 
Ken Weilerstein, an analyst with Datapro 
Information Services Group, a market-re- 
search firm in Delrcuu N.J. "Plus, graphi- 
cal capabilities that would have required 
companies to go to a print shop before have 
been subsumed into printing, bringing 
desktop publishing into the mainstream." 

Moreover, as with personal computers 
and many other types of office equipment, 
the prices of all types of printers have de- 
clined even as their capabilities have in- 




A color 



laser printer * .«>hlt's Hnh Perkins to create labels fa 
RfHtaitmttt's mr mi teht mrerfo Ufa s. Mstmt inks 



That doesn't mean, however, that all 



printers are W-eost device Perkins pair] 
$rj ;hhi lor his color laser, but he believes 
the printer *s output quality and versatility 
justify the investment. 

For example, Perkins uses the color laser 
not i mly hf print menus but also to produce 
colorful promotional materials, welcome 
banners and signs, and customized menus 
for holidays, special events, and groups, It 
gives you an orunnal touch that makes p«h 
ple feel special,* says Perkins. "Its fresh, 
and it s become kind of run-" 

Moreover, the printer supports the 
restaurants thriving ancillary business (*f 
selling jars of jalapeftos and salsa to area 
grocery storm Perkins uses his PC and 
printer to create different versions ,,f p f(K j 
uct labels, which he says are comparable in 
quality to professionally printed labels By 
Test marketimrd^ereut UM>. Perkins ran 
see which ones work best before he CORUritS 
to commercial printing of large T^rti tiflS 

The type of pnnter a small -business per 
SOU should buy and the amount th a 



i* and change l*a 



be spent depend on the firm's 
■ 1MM ^ ^«>> Paula H,a a, \ a printer ana- 
£*t with Dataquest. a market research 
firm in Son Jo*..r n |if 
, 1 1 a Miiail Imsiness owner, io 

"** at w nat 1 nei^d to do," Bursiev say*. 
,f u '*l pnntin- >,\ , i ., ,vKa I principally 
\»'" U '<} 1'dUkat iilcm^tmnn^tunnir 
in needed has* color, I d look at one 
<* the better inkjet* " 

Frequently the Tight" choice >he adds. 
W a comlnnat f.r , ! printers such as i 
ninnoc'hrtjme lu«*.r l ■ Anv 



> mm- will U. tempted to trot* tl 
necisinn primarily on purchane price, 
"ttsproH Weilerstem cautions that it * 



ill he tempted In Uim- their 

hilt 

.1^ the 

total coat of and mainU)nl(< g 

printer that count* 
For example, although inku t nrinter* 
ISSS than km* they an* n*,re expf** 
J^fP^bfcau*.. the ink airtrj* 
llr* 1 * 55 120 w> t¥) nich fc must he t+ 
|MM fmiupnUy In contra*, the Mat* 
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GOLFING NEWS 



by Mike Hensen 



Ex-Navy engineer puts 
armor-piercing material 
on a driver. Outguns 
steel and titanium on distance. 




PGA professionals 
outhit their titanium 
drivers by 25 and 50 yards 

YALESVILLE, CT - And you 
(bought steel and titanium were 
lough. Well steel and titanium can't 
penetrate an armor-plated tank or 
sink a warship, To pierce their 
defenses the military had to make 
something so powerful it had to keep 
it secret... so powerful thai once it 
was declassified, some innovative 
company would surely apply it to the 
face of a golf club to add distance. 

One has and it doesn't bode well 
tor golf's current state-of-the-art 
metal, titanium. A well-known pro- 
fessional outhit his own titanium dri- 
ve* with the new club by 25 yank. 
Another Tour professional outhit his 
titanium driver by almost 50 yards! 

The new driver is the creation of a 
former Naval Ordnance engineer 
who used to apply the material to the 
tips of torpedoes, and a small golf 
company in Connecticut. Together, 
they have adapted it to the hitting 
surface of a steel driver They say 

"The harder it's hit, the 
farther it goes/ 

their adaptation is proprietary and a 
patent lias been applied for 

All the company will sa\ is that 
the new metal is a sort of ceramic 
titanium, ceramic for hardness and 
titanium tor strength and lightness. 
The material - called CT-20 - is 
twice as hard as steel and 70* 
harder than titanium. It whacks a 
hall with such force that at club- 
head speeds ol 120 MPH - the 
level of longball champs the new 
club split the co\cr on some halls. 

CT-20 also increases a golfer's 
accuracy by holding the ball on the 
face of the club four limes longer 
than steel and titanium This makes 



off-center shots far less likely to 
hook or slice, and allows a good 
golfer to draw and fade the ball 
with more control. I watched a top 
Tour professional test the club at a 
PGA Tournament. Here's what he 
told me, 



Condor Armor-Pierce, Imagine that 
on TV Titanium drivers would be 
history before he changed shoes, 
especially at Condor Armor- 
Pierce's price." 

The once-secret CT-20 is backed 
up by a stainless steel head the 




Once-secret CT-20 is used on shells to penetrate tanks and warships, and on spacecraft to 
withstand heat nn re-entn. It is twice as hard as steel, W< harder than titanium. 



I'm hitting the ball 30 yards past 
my driver and controlling it like a 
five-iron. You see all my competi- 
tors smiling at me? That's not 
admiration. It's worry." 

The company's Research Director 
explained the club this way.., 

"It's basic physics. The harder 
you hit a ball, the farther it goes, 
and Condor* Armor-Pierce (the 
club's name) clobbers a ball like a 
battering ram, U not only launches 
it farther down range than any 
thing else on the market, its CT-20 
face reduces a ball's normal spin 
rate. A lower spin rate keeps the 
ball flying longer and at a lower 
trajectory for a longer roll. 

"Condor Armor-Pierce also 
reduces abnormal spins that cause 
off-center shots to hook and slice, 
that's why he's outhilting his titani- 
um driver by 30 yards and control- 
ling 300-yards shots like a five-iron 
It's a pleasure to watch, isn't it? 

"You know who he is r 1 1 said I 
did. i He loves the club. 1 w ish he 
weren't tied up with a big company. 
He would shoot in the 50\ w uli the 



same size as a titanium driver (250 
cc's) for maximum forgiveness. To 
maximize clubhead speed it comes 
with a 45-inch graphite shaft, or a 
new big butt Turbo/Tip 1 M graphite 
shaft w ith extra weight in the tip. 

You can test the Condor Armor- 
Pierce lor 30 davs by calling 1-800- 
285-3900 any time or day or faxing 
1-203-284 1623. Or you can send 
your name, address and check (or cc 
number and expiration date) to 
NtiC Golf (Dept. TC-95). 
Church St.. Yalesville, CT 06492. 
The club cost only $129.00 (a frac- 
tion of the cost of titanium clubs) 
and you can add the 3 and 5- woods 
for only $109.00 each. Add $20.00 
to these prices for the new 
Turbo/Tip (big butt) shaft. Shipping 
is only $10.00 no matter how large 
your order. Specify regular or stiff 
flex, men's or ladies', when you 
order. Right handed only. There's a 
30-day money back guarantee, if 
the clubs are returned undamaged. 

Oh. yes. If you swing at 120 
MPH. take some extra balls, 

O Bo* SfAvpmi Inc 1997 D#pt TC-M 



SMALL BUSINESS TECHNOLOGY 



iarv W.Vb 



toner cartridge used by monochrome lasers 
can cost up to $100 but typically lasts a long 
time. Color lasers are more expensive to 
maintain than monochrome lasers because 
they have more components and network 
printers require the same sort of ongoing 
maintenance as an office copier 

"The purchase cost of the printer has 
come down/ says Weilerstein. "That shifts 
the focus to its true cost. In the big picture, 
you're looking at the cost of installing it 
and the cost of keeping it supplied, which 
can be a considerable amount of money/ 



T 



and 



o help business people choose the type 
of printer or combination of printers 
best suited to their needs, here are 
comparisons of the relative strengths 
approximate costs of today's most 
common printer technologies: 

Inkjet Printers 

Nearly all of todays inkjet devices can 
print in color and black and white, allow- 
ing users to create attractive brochures, 
presentations, and other artwork. 

These printers work by spraying tiny 
drops of ink onto a variety of media, rang- 
ing from plain paper or greeting-card 
stock to clear film and T-shirts. Recent 
technology advances also allow users to 
print lab-quality photos on heavy, glossy 
paper. This versatility has made inkjets 
popular among consumers as well as 
small- and home-office users. 

Although inkjets are today's least ex- 
pensive printer, with prices starting at 
less than $200, the ink they use is rela- 
tively costly Thus, printing experts agree, 
they are not a good choice for high-volume 
printing. 

Monochrome Laser Printers 

These devices can capably handle the 
day-to-day needs of small businesses that 
primarily print text documents and no 
color graphics. 

Hie printers operate by using a laser 
beam that etches an image of a page onto 
a photoconductor drum. That image is 
transferred to the paper when it passes 
over the drum and is bonded to the paper 
with heat and pressure. 

Laser printers are somewhat more ex- 
pensive than inkjets, with prices starting 
at about $400. However, laser printers 
can print better-looking monochrome text 
than inkjets, and the ink they use, called 
toner, is relatively inexpensive on a per- 
page basis. Laser printers also can print 
more quickly than inlyets because images 
are transferred to the paper all at once in- 
stead of being sprayed on line by line. 

Color Laser Printers 

These can produce higher-quality color 
than inkjet device-, Hut W.iu^ - nl ih«-ir 



relatively high purchase price — starting at 
about $3,000— they are used mostly by 
companies thai regularly produce large 
volumes of gr aphical materials. 

Color laser printers work essentially 
the same way that monochrome lasers 
do. However, they use a blend of colored 
toners — not just black toner — to create 
color images. They also contain more 
memory, which is used to store large 
color images before they are printed. 
These differences make them more ex- 
pensive to purchase and maintain 
than monochrome lasers. 

Network Printers 

Some monochrome and 
color lasers have been de- 
signed to handle output 
transmitter! to them hy 
any of several users at- 
tached to a computer net- 
work. They gener- 
ally can print 




documents faster and in greater volume 
than standard lasers. 

Network lasers are ideal for companies 
that want to have one central printer" or 
that regularly need to print large numbers 
of documents. Prices start at around $2,000. 

Multifunction Devices 

As their name implies, t hese Inkjet devices 
can do more than just print documents. 
They also can serve as a copier, fax ma- 
chine, and document or image 
scanner. This makes 
them an excellent 
choice for someone 
with a small or home 
office who wants a 
single, com- 
pact device 
that ran rneel all 
basic document- 
handling needs. 
Prices generally start 
at about $4< HI. « 



Which Printer Fits Your Firm? 

A noosing the right printer or printers for a small business requires a careful assess- 
Ument of the firm s needs and budget. These questions and the analysis of answers that 
follows can help guide you through the process. 



IDo you primarily or exclusively print 
■black-and-white text documents, such 
as letters, reports, and spreadsheets? 

J Yes J NO 

2ih you use color graphics or photos in 
■your documents? JfW jNO 

3 Does your company produce its own 
■ marketing materials or newsletters? 

j Yes J NO 

41- printei sp 1 highi\ important? 
■ J Ybs j No 



C Do vou print 50 pages or more on an 
□■average day? jYtt JNO 

C Will you connect your new printer to a 
Uicomputer network for use by multiple 
employees or departments? 

jYes jNo 

7 Are you willing to spend $1,000 or 
■more for a pnm jYK JNO 

8 Are you more concerned about per- 
■ page printing costs than ulxmt initial 
purchase price? j Yes J No 



■ If you answered "yes" bo QUESTION 1 . con- 
sider a monochrome laser printer. 

■ If you answered "yes" to QUESTION 2 

need either a color inkjet or laser printer, 
depending on your printing volume and 
budget 

■ If you answered "yes" to QUESTION 3, you 

need a color laser printer or a high-end 
color inkjet 

■ Ifyouanswi QUESTIONS 4 on I 

5. your best choice probably is a laser 
printer A network laser printer it the right 



choice for companies that also answered 
"yes" to QUESTION B or that produce a high 
volume of copies 

■ If you answered "yes" to QUESTION 7 

may be interested in a network laser or a 
color laser 

■ II you answered M no" to QUESTION 7. you 

should consider an inkjet or monochrome 
laser printer. 

■ If you answered "yes" to QUESTION I. you 

>hould consider a mono* hroinc or not work 
laser printer. 



Reprints! 



From Customer Relations To Planning For Retirement 
Cover Story Reprints Help You Manage And Grow Your Business. 
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Computer Crime 

The era of 
efectronk" 
irnvKt'iHi 1 i> t>\i'i\ 
Firms mu>l 
prMert lljvnwlvi- 
ajrainst lopn from 
computer hackers, 
thieves, viruses— 
and employees. 
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Finding Capital 
Reprint Packages 



■ line ui'thi' niftsi difficult as|M-et> 
of starting or running a husineftt is 
fiindfejg. These two fcfwt series 

"^^^^ipital-all^ronolDW 
I*fce. Make sure you know 
*W the latest options for loom, 
aternative financing, state funding, 
:sml more. Get the took y« n lid to run ajid 
W^'yourhusiness. 
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NationsBusiness 

The Small Business Adviser 



I TOLL-FREE 

1-800 6924000 
FAX 

1-202-463-5641 



FtEPfllMT 
NUMBER 



1 To 9 Copies 
10 To 29 Copies 
30 To 99 Copies 
100 To 999 



52 19 each 
$1.69 each 
$1 39 each 
t$119 



J Check enclosed 
J Bill my: 

J VISA JMC JAE 
J Bill me (S10Q 00 minimum order) 



subtotal 
coc & mo sales tax 



TOTAL 



E E 



CM * 



Copies SM 9 each Sip^re. 
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Nation's Business 
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Washington. DC 20062-2000 
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WORK FORCE 



Nation's BuMiiess .Januwrv ]:n<> 



Declaring War On 

Union Political Dues 



Efforts are under ivay to 
keep unions from using 
member* movey on 
political activities ivitkwt 
consent 



By The 



?na Ippolito isn't just angry. SheV 
inous. Ippolito, a clerk at 



D Disneyland in Anaheim. Calif., and a 
member of the United Food and 
Commercial Workers union 'because "I 
have to be*>. is enraged because the union 
spends part of her membership dues on po- 
litical activities that she opposes. They use 
my dues to campaign against 
politicians I support and vote 
for/ she says* I feel they are 
extorting money from me * 

Not surprisingly, Ippolito 
is an ardent backer of 
California's Campaign Re- 
form Initiative, which would 
prohibit unions from usintf 
members' dues for political 
purposes without their writ- 
ten permission. 

On the surface, this might 
appear to be a matter solely 
between unions and their 
members. Why should the 
business community — in 
California and nationwide— 
be concerned? 

U I think everybody should 
care/ says R. Bruce Josten, 
executive vice president for 
government affairs of the 
VS. Chamber of Commerce. 
The vast majority of the 
dues money being expended 
for political purposes is being 
used to oppose the political 
beliefs of at least 35 percent 
to 4fl percent of union rank- 
and-file members who regis- 
ter and vote for Repub- 
licans"— candidates who 
often have pro- business points of view 

But more to the point for entrepreneurs, 
Josten says, is that most of the political po- 
rtions taken by labor unions — and finan- 
cially supported by member dues — are 
clearly anti-business, "Organized labor op- 
posed the 1997 balanced-budget agree- 
ment, the balanced- budget constitutional 
amendment, regulatory reform, privatiza- 
tion of government services, and increased 
government con tract ingout to the private 
sector/ he says, 

"With almost half of union members 
being government employees, 1 1 ill will I he 
~]/v >o>p< , .tu<\ minisiwn* ^ of the 



federal government is not in tht-ir >Hf~in- 
terest A balanced budget would cost union 
jobs,* Josten adds. 

Men Behind The Movement 

The California initiative is the brainchild 
of three Orange County businessmen who 
formed the California Foundation far 




Trying to get ('uliUn^^<( n ( ^iHu^ R^nrn, l tii i t in l , (h m 
ntary ballot* iwlunteerChritfiwi Nielmn colled* a Hqpmtvn fnmt Ttr 



Campaign Reform, based in Tustin. They 
are real-estate broker James Righeim.-r 
engineer Frank Ury, and construction 
manager Mark Bucher. 

The trio first worked together on an ear 
lier California initiative Mtpportmg school 
vouchers Righeimer s.ys that i\ w u . iiih 
ers union spent $20 million to cream* thai 
effort, 71 to 29 percent. 

The next political activity the three men 
took on was formation of the Education 
Alliance, aimed at helping ajTwrvatimi 
get elected to local school board,; 
Although Orange County is considered 
conservative, there was not one oomerva- 



tive on any of the 30 school l>oards here; 
Righeimer recalls, The effort has been 
quite successful, Righeimer says. In the al- 
liances most recent push, four conserva- 
tives were elected to four vacant seats on 
one board in a late- 1997 election. 

While the three were organizing conser- 
vatives to run for school boards, they dis- 
covered that although 
many teachers supported 
their cause, the teachers 
union waa spending its 
members' dues money on 
t he opposite aide. 

Engineer Ury was a | 
member of the Saddleback I 
Unified School Board and j 
wa> thniiiiht In have ;i ver>' 
good chance of winning re- I 
election. The unions spent 
$70,000 to take him out. - 
according to Righeimer 
'The typical candidate for a I 
school hoard seat spends I 
about $5,000, Bucher sa\ > 

That was the final I 
straw," Righeimer say* "We 
if* r,t \ > v Kuimj to l* j able to 1 1 
compete against that kind ij 
of money* 

Althciugh the initiative |l 
hemmed directly from expe- I 
hence with the teachers M 
union, it is designed Uj lun 
all unions m all industries I 
from using members' due* 
for poltticnl purpose* with- I 
out their permission. 

Before the initiative can I 
!*■ placed on the bull«it in I 
the June state primary elec- 1 



Uon, the «tate must 
433,000 signatures on 



the initiative 



Pj number equal to 6 p^ 



r! nf tk 



cent of the votes in the last guh 
Section. Although that mm 
complete at press time Righeir 
backers were optimistic -w 

If wee 
•he imiua. . 

tivtN we will win/ 1 U prS 

Beta mm u t i«h votenla 

and what the mituitiv 
Riglieimer ||Z that 2 

m California indxnu* the 
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vmvd by Republicans 10-to-l, by indepen- 
dents 4-to-L by Democrats 2-to-l— and by 
union members 3-to*L 

But the road has not been all downhill, 

"Make no mistake about it, the unions en- 
gaged in an extensive campaign to block 
this initiative from ever making it onto the 
ballot," 1 says Ron Nehring, chief of staff of 
the Foundation for Campaign Reform. 
"There was an AFL-CIO coordinated sinn-t 
heat' program to harass signature gather- 
ers throughout the state. This didn't meet 
with much success, though." 

Because of time limits imposed by 
California law on the signature-gathering 
process, most canvassing is done by inde- 
pendent contractors who are paid per sig- 
nature In this case, Nehring says, the 
unions drove up the 
prices by floating 
their own anti-busi- 
ness initiatives, thus 
increasing competi- 
tion for workers, and 
by offering higher 
pay if the workers 
would reject ap- 
proaches to carry the 
foundation's initia- 
tive also. 

That last ploy 
failed, Nehring says, 
when the Inundation 
got a restraining 
order on the ground 
that the tactic ille- 
gaily interfered with 
business relation- 
ships, 

Gale Kaufman, 
spokeswoman for a 
group of labor unions 
in California fight- 
ing the initiative, 
charges that the proposal "is really de- 
signed to assure that working mm and 
women cannot participate* in the political 
process. She also contends that the refer* 
endum is not really a state-based effort but 
i > ; n i effort of " na t jona I pi a vers coining into 
California/ 

The California initiative has, in fact 
drawn national attention and support Co- 

ehairnian of the rampaign, along \uth 

California Republican Gov. Pete Wilson, is 
former Vice President Dan Quayle, who 
now lives in Arizona. The initiative also has 
the support of Reagan-era Secretary of 
Kdueation William Bennett and former 
preside!! I ial randidate Steve Forbes 

During a meeting in November, the na- 
tion's Republican governors endorsed the 
California initiative 

Three nahomsnie polU conducted in 
October indicate that the public over- 
whelmingly backs proposals such a* 
I he California initiative A Washington 



Post/ABC News poll showed 82 percent in 
support; a CNN/USA Today poll 72 per- 
cent; and a Tarrence Group/Public Opinion 
Strategies/Voter Consumer Research Poll, 
67 percent. 

A Landmark Court Case 

The move to limit unions' use of dues for 
political purposes goes back at least to 
1988. That year, the U.S. Supreme Court, 
in Com tint ttiati ion* Wnrk* r> nt Ann nnt , > 
Beck ruled that unions could not use dues 
money from nonmembers — who are re- 
quired to pay dues in order to hold their 
jobs in "union shops"— for political pur- 
pose.* wit hour their permission. 

And in 1992, President Bush signed an 
eurutive order mnnnng federal omtrac- 



A Grass-Roots Revolt In The Making 

Americans for Tax Reform, a Washington, D.C. -based advocacy group, 
predicts that initiatives prohibiting unions from spending members' 
dues for political purposes without their written permission wilt be 
on election ballots in several states in 1 998. The organization also 
expects passage of comparable legislation in a number of other states. 

Initiative Expected 
To Be On Ballot 
Arizona Florida 
California Nevada 
Colorado* Oregon 

Legislation Expected 
To Pass 
Idaho 
Iowa 

North Dakota 
Ohio 




* Legislation also e*p*cted to pats in Colorado, 

tors to inform nonunion worker* of their 
rights under the Beck dedakm. (Shortly 
after his election, President Clinton can* 
celed the order at the behest of his union 
supporters.) 

In 1992, voters in Washington adopted 
an initiative reforming the state's cam- 
paign practices. Included in the initiative 
a, i- ,t v4vh<m requiring unions to gel mem- 
U s> permission before collecting dues 
money to be used for political purposes. 

IV initiative was appmvKl by 72.9 per- 
cent of the voters, even though Washington 
Is considered a liberal state/ notes Peggy 
Jackson, communications dinxtor of the 
Evergreen Freedom Foundation, a non- 
pmfit. nonpartisan public- policy institute in 
Olympia. The Washington campaign was 
spearheaded by Linda Smith, who subs* 
ouattty was elected to the US. House of 
Kepn-sentativefc ( 

The first year after the Washington ini- 
tiative passixl. the numU-r of teachers in 



the state contributing to their union's polit- 
ical activities dropped from 48,000 to 8,000. 
The state employees union, which had 
40,000 contributors before the referendum, 
had H2 after provisions r>f ihe initiative that 
applied to that group became operative. 

Efforts Across The Nation 

The campaign in California is only part of 
a nationwide move to block unions from 
usin^ members' dues for political purposes 
without their permission. 

Oregon Taxpayers United is collecting 
signatures for a referendum next 
November that would prohibit the use of 
any public funds to collect money for polit- 
ical purposes. Marc Trueb, director of de- 
velopment for the group, says approval of 
the initiative 
would ban public- 
sector unions from 
using any dues 
nionev for political 
purposes. It would 
have no impact 
on private-sector 
unions or employ- 
ees, he says, 

Grover Nor- 
quist president of 
Americans for Tax 
Reform, a Wash- 
ington, D.C.*based 
group that advo- 
cates tax reduc- 
tion, has been 
helping state orga- 
nizations working 
to introduce initia- 
tives related to the 
use of union dues 
for political pur- 
poses. 
Norquist pre- 
dicts a referendum will be on 1998 ballots 
in Arizona, California, Nevada, and 
Oregon, and it may also be on ballots in 
Colorado and Florida. 

Legislation to require member permis- 
sion to use union dues for political pur- 
poses will be introduced in all 50 state 
legislatures in 1998, Norquist says, with 
the possible exception of Texas, which 
may not have a legislative session. Bills 
stand a good chance of passage in 
Colorado, Idaho, Iowa, North Dakota. 
Ohio, Pennsylvania, South Dakota, Utah, 
and Wyoming, he says. 

Norquist also forecasts that votes will be 
taken on union-dues bills in both houses of 
Congress in 1998. He thinks that House 
passage is likely but that a filibuster could 
kill the Senate bill. "Make no mistake 
about it, this ultimately will become the 
law of the land/ he says. *It will probably 
start state by state, but it eventually will 
lie enacts nationally." W 



Pennsylvania 
South Dakota 
Utah 

Wyoming 
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Easier Avenues 
To Equity Capital 



Going public doesn't hare 
to be complicated and 
costly if the company's 
goal for neiv capital 'is 
under $1 million. 



Tapping the stock market for equity 
capital can be a daunting prospect for 
a small business. Although each year 
about a half-million firms incorporate, 
there are relatively few initial public offer- 
ingsHust 432 IPOs in the 
first three quarters of ^ #* a * 
1997, according to ^PsH 
Securities Dar. y^S^ 
financial publisher 
in Newark, N J. 

A major reason that 
not many emerg- 
ing — let alone estab- 
lished — businesses go 
public to finance their 
growth, experts say, is that 
securities laws make the 
process complex, time-con- 
suming, and expensive. In 
fact, an IPO is one of the most 
difficult transactions that a 
business can undertake. 

Moreover, says financier 
Art BerofT, the problem with 
high-profile IPOs is, in feet, 
their high profile: "They 
leave most entrepreneurs 
with the mistaken impres- 
sion that there is just one 
way to tap the U.S. public 
equity markets." 
Thats simply not true, 
r*» Beroff. principal of New 
York City-based Beroff 
Associates. He maintains that far more 
companies could raise funds with public of- 
ferings if they took advantage of federal and 
state securities exemptions for firms 
seeking relatively small amounts of money. 

Under federal securities taw, companies 
that seek to raise less than $1 million in 12 
months are excused from registration re- 
quirements, The exemption is granted by 
Rule 504 of Regulation I) of the Securities 
and Exchange Act. Hence, the stock sales 
as* often known as "504 offerings* or 
"Regulation IV offerings 

In addition, most stales titter various ex- 
emptions for offerings of $1 million or less 
Even with exemptions for such offerings, 
however, some states" rul— on t he maxi- 



mum number of stock purchasers, for ex- 
ample, or on purchasers' minimum net 
worth— are stricter than the federal rules 
that apply to 504 offerings. Among the 
least-restrictive jurisdictions are Colorado, 
Florida, New York, and Washington, D.C. 




When caprtal was needed 

tri&Vehwlr 6onVn/ to tttarkvt inivntor 
George Omhenefirm wld mam through 



attorney or an accountant— to help vou 
with The transaction. The key is to hire 
someone who has already Worked with 
small public offerings, 

Once the structure of the offering is es- 
tablished, fife Form D with the Securities 
and Exchange Commission 
This is a simple form that 
wiO ensure your stock sale 
enjoys the exemptions avail- 
able to 504 offerings under 
federal securities laws. 

A Place On The Board 

I'^-tups the urnst important 
benefit of a 504 offering, says 
Beroff, is that a company's 
■hares can be traded after 
they are quoted on the 

RullHir, lloanUthe Nasda.j 

stock-listing network The 
Bulletin Board i w m elec 
tronic marketplace listing 
generally small, thinly traded 
public n-mpaniee. 
"The value of creating s 

pnUi< fi.inp.inv even it it * 

thinly traded, is almost in- 
calculable," Beroff says. 
Once a stock is on Nasdaq'* 
Bulletin Board, investors 
have a mechanism for selling 
shares and reaping the re- 
gards m( the company* sue* 



Th is ntortf is pnti of a amtntuhig writ'* 0M 
way* for small amtfxtnm to locate theft- 
mmemg they need to run their trnmietme* 



Nonetheless, by taking advantage of ex- 
emptions at the state and federal levels 
company ran conduit small public offer- 
ings that are relatively simple ;m .l me> 
pensive to execute. 

The first step, Beroff says, is to contact 
the securities commissKm in vour state or 
in the states where you want to sell 
stock to find out what securitie 
empUons are available for snail 
Next, you must determine if 
structure the kind of deal 



vou j 
*-lnw ex- 
'ffenngs 
you can 
- ymi want within 
the^ifines of the state regulation* 
rnird. find or hire at least 



professional— a finananu 



mm skilled 



an 



He adds -If you auk someone t» invest 111 
>«Hir nimpnny and in the same bn ath tell 
~ * m ™t> nskv but there is ab- 
dilute ly no way they can sell Uieir shaf* 
tn»l Himinau-H perhapn 90 percent of 

mmm bmatsnr 

Another plan with frfM offering* »s tb* 
•''"•mptmi from the n n uiremenl to pr* 
9m an audited financial statement hi*** 
K<>mg public, says (J|*n Merman, * 
y m(kT »*d chairman of Tvttm EqiiW 
* trt, 7" ' Ti N "* Wkc,u Tym knws^M 
■ and advises private rt,mpnnie* on f#H 
,Mi: 1 -■P*t J il IV .uhIm 1( . t1i1i ,., that tht 
company's financial rvctird* are accurate 
nnd truthful An audited ntntemmt csO 
cost more than $ 1 00000 

Exempt**, from the mmirvmetit t« 
dure an audited finanonl -Utimient dor** 1 
mean the financial data run hi* fudgrd, 
r^WaJ smintisa laws provide 
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FUTURE MARKETING 



Proven Solutions For The 21st Century 



Y 



ou're talking with your customer, answer- 
ing questions and describing your prod- 
ucts. He wants to see some printed infor- 
mation. You scribble his name and ad- 
dress on an envelope, and put a bro- 
chure in the mail, A few days later, you 
remember the client, fumble for the address and 
your tickler file reminds you to call back and follow 
up. 

•What do you think of my products? Did you get my 
brochure?** No." 

He never got ft. It got lost in the man, it come to the 
wrong office. He thought it was junk mail and trashed 
it Maybe you forgot to send it. ft doesn't matter 
what excuse you use. the fact is that you lost a sale 
in the age of fax and e-mail you might as well use 
courier pigeons as the post office. Yet mailing printed 
material is business as usual for most business owners. 

What about fax technology? If the client asks for 
printed information, you take his fax number, drop 
papers in the fax hopper and he gets your material 
right away. That's better, but It's stfll old-fashioned. 

There Is a smarter way to get Information to pros- 
pects Consider this: You give your client your spe- 
cial phone number. The system asks what informa- 
tion he wants and requests his fax number. He keys 
in his fax number and hangs up. A few seconds later 
the prospect gets your printed information along 
with a menu of additional options. The menu can 
say 'Extension 1 01 Is a product price list Extension 

102 has information on our financing plan. Extension 

103 is the specifications on our deluxe model f The 
customer then calls back for more details Right Now. 
Your customers can get the Information they want, 
right now, right In their fax machine, or the fax ma- 
chine of their boss. And it happens NOW That's 
how MarketFAX delivers Information 

A New Technology 

MarketFAX fs a new technology from Alternative 
Technology Corporation. Hastings-on-Hudson, N.Y It 
combines new computer technology with voice 
cards, fax boards, and easy to use software to cre- 
ate a whole new type of Information system, it's a 
better way to deliver information. It is Instantaneous. 
It responds to your clients when their interest for your 
products are at a peak — right when they first see 
your ad ft gives your clients exactly what you want 
them to see. It's an entirely new service and it can 
work for you. It's easy for your clients to use, and 
changes how you get information into the hands of 
people who want It. 



Here is an example: INC. Magazine pianned to 
launch a new line of software products. Pressed for 
time, they chose MarketFAX to deliver a 10 question 
survey to customers from their in house database. 
Using MarketFAX to tally the results, the survey quickly 
revealed that the market was willing to pay over 25% 
higher than what was originally projected, 
"MarketFAX enabled us to establish the precise price 
point for our software products...* said Jan Spiro, 
Director, Product Group, INC Magazine. 

The Complete Package 

OK so it delivers information right now. It must be 
hard. NO. The best part of MarketFAX Is that it is as 
easy for the owner to use as It is for the customer. 
The system is delivered as a complete package 
based on a personal computer, with a scanner, some 
specialized computer boards and amazing software. 
All you do ts plug it in, scan m your documents and 
begin telling people how to get it. 
That's it. It's easy. 

To compete In today s rapidly 
changing global markets, savvy 
companies are using this new tech- 
nology to improve communication 
channels with their clients. Now 
when a client asks for more Informa- 
tion on your products, you answer, 
'Give me a fax number and you'll 
have it right now* Your customer 
can take care of their own informa- 
tion. Anytime. To Any fax machine 
When they are HOT. You can also 
get prospects' phone numbers for 
your safes people to contact. 

MarketFAX has enough extra ca- 
pacity that you can lease extra ex- 
tensions to friends ond other busi- 
nesses to help defray costs. 
MarketFAX can store codes for up 
to 10.000 separate multi-page 
documents. 

Savvy business owners are finding 

hundreds of new uses for this kind of 
fax response technology. MarketFAX can be a busi- 
ness in itself. Ask any business leader and they will 
tell you that the Ws are oil about competitive ad- 
vantage. The business opportunities for MarketFAX 
are everywhere around you. 

Try it right now! Call 800783-7363. Ask for Extension 
168 for Information on our Enhanced Fax Services 
For further details on the MarketFAX system, punch 
In Extension 727. 




President £ Founder Tom 
Kadaia says 'Sawy business 
owners are finding hundreds of 
new uses for thts ktnd of fax 
response technology. ' 



Alternative Technology Corporation 
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substantia) penalties for fraudulent repre- 
sentations of a ctimpany's financial status. 

A Financial Recharge 

A firm that used the 504 approach sue- i 
cessfully is the Electric Car Battery Co. in | 
Solana Beach, Calif. Electric Car had de- | 
veloped a new battery that inventor 
George Carl sen, senior vice president, be- 
lieved gave the firm enormous potential 
for sales for electric vehicles used on golf 
courses and in retirement communities. 

When the company looked for money to 
finish development and fund a commercial 
rollout of the product, a 504 offering 
"seemed to be the most straightforward 
path to the capital we needed,** says Don 
Hutton. the firms chief finan- 
cial officer 

Initially, the company 
raised $200,000 by selling 
100,000 unite consisting of 
common -n* k and wan ants 
The warrants are options, 
winch the holder,- the 

right to purchase additional 
shares at set prices. 

Rather than make a com- 
plex filing, Hutton and the 
company -imply posted ;i no- 
tification of intent to sell se- 
curities with the securities 
commissions in the jurisdic- 
tions where it would offer its 
shares — Colorado, Florida. 
Neu York, and Washington, 
D.C. The deal was completed 
during the third quarter of 
1997, and Hutton says the 
company will use the funds to 
finish development of its bat- 
tery rapidly and enter the 
market for the product 

Hutton hopes to list 
Electric Car's shares on 
N.iMl:it^ Bulletin Board and 
initiate a trading market for the company's 
securities. The only nuhsiantial hurdle u> 
the listing will be finding at least two bro- 
kerage firms willing to act as market mak- 
ers—buyers and sellers — for the com- 
pany s stock. 

"The thinking behind our strategy," says 
Hutton, "is thai the combination of start- 
ing product sales in a thriving market, 
with some kind of trading or resale mech- 
anism, will make the job of raising the ad- 
ditional funds much easier than if we were 
strictly a private company." 

Money For The Movies 

Another firm that took the 504 route to to- 
oting stock is Twilight Productions Ltd.. an 
independent film prndurer in Hollywood 
Calif. Owner Eric ML Caller, an experienced 
filmmaker, wanted to turn out films for the 
thriving low-budget segment of the market. 



Rather than approach Wall Street, 
Galler turned to Beroff, who assisted the 
com pany with its .504 offering, In its initial 
offering, which raised $60,000 and was 
completed in 1995. TVilight sold common 
stock and warrants to investors primarily 
in New York state. With the funds, 
Twilight produced its first film. 

Although the initial stock offering was 
small, it was still significant because 
Beroff located a broker who would help the 
company get its stock quoted on Nasdaq's 
Bulletin Board. With the rudiments of a 
trading market for its shares in place, 
Twilight was able to raise additional 
growth capital. When investors holding 
the warrant- e*ems«*d them, Twilight re- 




A small * tut ml ?ti*k ffftt nn(f nnxrtl .<HUjt*i 

ami vmbkd Eric M. Galler* Ttvilight 
Pmludiom Ud to pnxlmr it* first film. 

1 : i iitkmal $900,000. 
Hie structure of the offering was a suc- 

>ay> * ,alier "We wen- thb to rain- the 

start up funds we needed inexpensively 
and. as we proved our concept, were able to 
take advantage of the trading market lor 
their shares to raise additional (tads." 

The SCOR Approach 

The- 504 offering is not the only expedite 
rMite to capital to, -, n i repn-nem , .,,>k m ,, 

teas than $1 million. Another method paw 
ularly known as SCOR~for sroalkwn- 
pany offenng nigistretam-icrew out at- 
tempts by states to mate a single 
tion form far public of 
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ferings. SCOR offerings are permitted 
everywhere except Alabama, Delaware, 
Hawaii, and Nebraska, 

Although SCOR deals represent a 
streamlined approach to multisttite stock 
offerings for small firms, the process of fill- 
ing out Form U-7, the application for a 
SCOR offering, can be an impediment 
rather than a gateway to going public. In 
fact, when all 50 question, i I l-onn I / are 
answered, the result, known as an offering 
circular, looks similar to a federal securi- 
ties-registration statement, the time-con- 
suming and complicated paperwork that 
most small firms would prefer to avoid. 

"Sixty-five to 70 percent of company 
that start the Si r « P n»ivs> fail Urause of 
the complexity of the filing," 
says Tom Stewart-Gordon, 
publisher of The SCOH 
Aepott a newsletter in 
Dallas 



The comparative simplic- 
it > and low cost of a ftM 
offenng makes it an at- 
tractive alternative to 
other types of public offer- 
ings, says Bterman of lyoon 

Ko/ilU Partners The |oh oi 

raising capiUil is difficult 
enough Small companies 
-linnld not compound the de 
^vnt difficult b\ taking i»n 

the burdens of complex not* 
rities filings, especially when 
there are wav» thes can U' 



preneurs to get good prafa 
Mnnal a.^»>ian< « Thouv: 
the structure and sale of 
504 offenng can be straigh 
forward,"* he says, "a quid 
Bed k'gai <*r financuil ad vim 
* . , may lie required to unuV 
■ nd "WiritjeH.lttw exemption* tlw 
;m ^- l ^^-Nihe.uu«*wlien.ao t m,,iii 
wants ti» oust, moneys 

^l^^ihledouuMdr i„ .mall ofiVnng* 
J y«) attract htlle Matin, mnl 
'J- 1 'iiilunll for thi* companies to devel< 
an active market f„ r their auntie. Srnr 
V* ^nige firma ignore tl 
of concerns that tl 
?lrm> * irv (l - -m«U tii generate investroei 
^ ,It .~ 4 " 1 * n operating c 
"W.of renulatoty oomphance. 

Board and mUmqum traditw odd im* 

Va nm whrtr yw rfjut. I 
you finuih that m*' 
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Save Time and Money 

With SMART Software! 






Simirt Business Plan lets you 
crane your own business plan — 
no mailer how complex — easily 
and professional I y. It includes its 
own word processor, spreadsheet, 
graph generator, and sample plans, 
Windows VJ/2 



$ 99 



^ Smart Business Plan 
has become a front-run- 
ner in a software pack?* 

—Computer Shopper 



Smart Attorney is software speci- 
fically designed to cut overheat! by 
performing basic legal tasks without 
expensive legal lees. With over 
forms { including 2,5(11) "Smart 
Forms") and letters, you can start 
performing basic legal tasks today. 
Windows 3-1/2 ^69 

thorough legal infor- 
mation is what you % re 
looking for, you need look 
no farther 

— USA Today Online 



Sniarl Forms can automate your 
office correspondence while 
saving money in outsourcing fees. 
Quickly locale specific documents 
wiili the powerful search engine 
and improve your corporate 
image. Over 2,500 forms. 
Windows 3-1/2 

**This is a new genre of 
information tools, marrying 
up-to-the-minute currency 
of the Internet with the util- 
ity of PC software T 

— Hast Company magazine 




I RKF updates are available via www.smartonline.coni. 



Order Toil-Free 1-800-528-1993 or Fax 1-202-463-5641 



Smart Business Start -I p give* 
you iIk- tools to create a top-notch 
business plan. Set up a corporation, 
partnership, or LL< <>? u iuluct 
market research Smart Business 
Start-Up even gives you lips on 
how to locate funding. 
( I) ROM 



s 99 



Snurt Business PJi" 
Sni.ui Attorney 



Shipping 



Of) 



Smart 



RUKIftC 



$39.00 



SMK> 



CA. D.C<v m> 



$6.00 
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MINORITY BUSINESS 



Nurturing Suppliers' 



An innovative program 
helps selected ntiii'oriiff- 
o/eiied emit pa uies /earl: 

National Promise 



By Sha ron Netton 



Twenty-one companies have 
been designated as the 
creme de la creme of minor- 
ity-owned businesses — that 
is, as companies with proven abil- 
ity to work on a national scale for 
giant corporate customers. 

The companies have been iden- 
tified over the past year by 
Corporate Plus, a program spon- 
sored by the National Mmont\ 
Supplier Development Council, 
headquartered in New York City. 
The NMSDC pmmntes increased 
procurement opportunities for mi- 
nority-owned firms by bringing 
them together with corporations, 
Purchasing executive Russell J. 
Bunio says Corporate Phis "is the 
direct result of increasingly persis- 
tent requests from national corpo- 
rate members who wanted 
NMSDCs assistance in locating 
more minority businesses with 
the capacity to perlbrm national 
contracts," Bunio. chairman of the 




Top performance v - n - ■ < 'rm V >/w> ^ Jntion*! 

Vottikidi seated, won ivco&iitian from Clmjxler, mijs the automaker's J*thn> 



The Chosen Few 



Here are the 21 companies identified so 
far as national players by the Corporate 
Plus program of the National Minority 
Supplier Development Council The firms 
are grouped according to their sponsors, 
whose names appear in bold type. 

■ AT&T Corp,: Net.Com Solutions 
International. Inc 'networking technol- 
ogy!, Herndon, Va. 

■ Avon Products, Inc.: Avanti/Ca^Hoyt 
•graphic communications >, Miami. 



* Baltimore Gas & Electric Co: 

Group. Inc. 'security and mete: 
Columbia, Md 



VSl 



ailing' 



■ Bell Atlantic Corj^ Attromea 
Computers, Inc. * information teehnolng> i. 
(iaithersburK. Md 



■ Chrysler Corp.: Cole Chemical & 

Distributing, Inc 'laboratory chemicals 
Houston: Complete Business Solutions 
Inc 'software consultants!. Farmington 
Hills, Mich.; Freight Masters Systems, 
Inc. 'tnickload camep. Indianapolis; 
Integrated Systems Analysts, Inc, f com- 
puter-systems services), Arlington, Va, 

■ Cummins Engine Co., Inc.: Taylor iw 

Construction Co., Inc., Columbus, Ind 

■ Elf UIlT «Ml CO.: Mays ( 'hemicd Co., 
Inc. i distributor i, Indianapolis 



man- 



■ Ford Motor Co.: . . 

ufactuivr of electromechanical cor 
nents i Klgin. Ill . Lipeer Metal Stamping 
Cos., Inc., Lapeer. Mich.; Saturn 
Electronics & Engineering, Inc < electron- 
ics-products design and manufacturing i 
Auburn Hill>, Mich 

■ General Motors Corp.: Mi>s<; r , (Up , , m 

industrial and environmental services) 
Detroit. O-J Transport <V [Vtmit 



■ ^ Pwnej rx hcj ih* * piM^»n i \* 

Inc ilicerwed head wear ». Addison, Texas 

■ Ucent Technologies Inc.: 

t able Supply IncJwireandcaWedistnlv 
ntop, Lmliam Mil 

■ TWamon ( Vrp n 1m ummunks- 
tions^-rviLv provider*, Indianapolis 

PepsiCo, Inc,: , Utl Padudta 

ucts! j nian ^' iU ' lur,<r of cinTugated prod- 

■Mill Worm Cos. Inc.: k.^-Fh-U 

.M.trk.-tmn. Inc (COMMONr pttrnvAwnal 
P ro 8 r «w). SdummhurK, III 

■ Towta Motor Manulacturtnr i .• 

J«ction molding, KimU-w i {'11 

Yur tTMirv tnfiirmntMm mi ( \,rtumt+ Ilun. 
" tityt Jiiim W. Piiill- i . i S j 

^xSSmS^^^ 1 ( ' ,Hlnf,l ' 



NMSDC's Corporate Plus Management 
Committee, is vice presidents-worldwide 
manufacturing support and chief procure- 
ment officer at Cummins Engine Co., Inc., 
in ( ulumbus, Ind. 

It's not easy to qualify for the Corporate 
Plus program. A minority-owned firm must 
be sponsored by one of the NMSDCs na- 
tional corporate members, which are among 
the largest corporations in the United 
States, says James W. Proctor, director of 
new business development for the NMSDC. 

The HpQQ t oriy jg company must write a 
letter detailing the candidate company's 
ability to handle national or mukiregional 
ojutractH. The nominee must also be certi- 
fied as a minority business by one of the 
NMSDC s 42 affiliated state and local coun- 
cils. And the firm must pass reviews by the 
NMSDCs Corporate Plus Management 
Committee and Executive Committee. 

One of the main benefits of being named 
to Corporate Plus is greater visibility as a 
top performer. Information on the selected 
companies is circulated to all of the 
NMSIK s minimal enrporale memk-rs. 
The exposure these people are getting is 
tremendous," says Proctor. Although the 
NMSIK 1 dorsin iravk tin- l>u>in<*-> thai 
Corporate Plus generates lor minority com* 
panics, he says die program has "most def- 



initely resulted in new business for th™. 

Raj B. Vattikuti, president of Complete 
Business Solutions Inc, (CBSI), a 
Farmington Hills, Mich., firm that pro- 
vides information-tech- 
nology services, believes 
the program will give his 
company more opportu- 

I nities to serve as a 
strategic partner to new 
customers, in much the 
tams way it has served 

i its sponsoring company. 
Chryskr Corp. 

CBSI not only has a 
National presence.** says 

' Jethro Joseph, manager 
of special supplier rela- 
tions at Ctuysler, but also 
is "a world-class provider 
of integrated software 
and programming." _ 
Founded in 1985 by 
Vattikuti, who is from 
India. CBSI has grown to 1,900 employees 
and more than $100 million in annual sales 
and has offices in London and Singapore, 

Bowks Chrysler, CBSIs clients include 
Ford Motor Co., the states of Michigan, 
Indiana, and Hawaii, and the catalog com- 
pany Lands' End- It has developed order- 



Being selected for 
Corporate Plus 
"shows to the 
marketplace that 
we're a very, very 
viable player. 

—Raj B. Vattikuti. 
President. Complete 
Business Solutions Inc 



processing and other systems for Chrysler 
and has helped Chrysler reprogram its 
computer?; to accommodate the year 2000. 
Being selected for Corporate Plus, says 
Vattikuti, "shows to the 
marketplace that we re a 
very, very viable player." 

TTiey have been a true 
partner to Chrysler/ 
says Joseph, adding that 
CBSI has 'taken on spe- 
cial projects that have 
significant impact on the 
growth and development 
here at Chrysler." 

Each Corporate Plus 
company designates 
five corporations with 
which it would like to do 
business, and the spon- 
sor is responsible for 
serving as an interme- 
diary for the Corporate 
Plus member with the 
companies tl chouses. 

In addition, the Corporate Plus members 
are asked to commit themselves in turn to 
doing business with smaller minority- 
owned firms. ^Through this," says Vattikuti, 
•well be able to support other minority com- 
panies I that | are trying to build" W 
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Making It 
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and marketing new products and services. 



Tale Of Success 



By Mark Richard MfW 

In the early 19n<k rhnrles A. Hardesty 
sold shrimp out of the back of his 
pickup on weekends, Tbday he's the 
owner of two busy seafood restaurants 
in Winston-Salem. N.C. 

"Yes. we've come a long way. And we 
plan on going a tot farther, too. We're not 
going to just stop here/ says Hardesty, 44, 
referring to his latest venture, 
Forsyth Seafood Cafe, a well- 
appointed sit-down restaurant 
he opened in October. 

His first business, Forsyth 
Seafood Market and Gnll. 
rakes in about $700,000 in an- 
nual sales of fresh and takeout 
seafood and is growing at a rate 
of 15 to 20 percent a year. 
Hardest)- expects the cafe to be 
just as successful 

Hardesty was bom and 
raised in the coastal town of 
Beaufort N.C * where his father 
and grandfather worked on 
commercial fishing boats. In 
Beaufort, Hardesty says* every- 
body, "one way or another was 
connected to seafood. It was a 
wa> of life for most people.* 

Hardesty graduated in 1977 
from Elizabeth City State 
University with a degree in in- 
dustrial arts. Job hunting 
brought him to the Winston- 
Salem area, when? he landed a 
position with a manufacturer of 
metal buildings. He rose to su- 
pervisor of shipping and receiv- 
ing, but he was restless. 

"Basically, the whole tunc* I 
was there I wanted to do something for my* 
self," recalls Hardesty, who yearned to start 
a business. But rather than quit his super- 
visor job, he would jump in his pickup on 
Friday nights and drive the 4 A hours to the 
North Caniltna utf He'd purchase about 



600 pounds of shrimp from suppliers and 
head back to Winston-Salem. After a nap at 
home, he'd hop back in the pickup, head for 
a local flea market, and set up shop in the 
parking lot to sell his shrimp—all day 
Saturday and most of Sunday. 

One of his customers was Bob Parrish, 
the owner of Forsvth Seafood, who offered 



sion, and in 1984 Hardesty resigned. With 
$18,000, most of it from a bank loan, he 
bought Forsyth Seafood. 

His flea-market customers followed him 
to the new location, and sales took off. But 
Hardesty soon found that his coastal sup- 
pliers became less supportive. Hardesty, 
who is hU-k, U-hrves raci.il I ims miejit 
have been a factor in the suppliers changed 
attitude. "As long as I was doing it out of 
the back of a pickup, I was fine/ says 
Hardesty. "But when they realized that I 
had a business and worked it like a bust* 
ness," he says, good deals on wholesale 




Haniesty and his mfa %m m+mtofy i^ their a mUU > n,r h,^J2Ji! 



Mark Richard Mrw w a five-lance writer in 
wtUton-Saiem* X (\ 



to sell Hardesty his seafood market 
Pamsh* will- was ill. and the 1mmn«^ 
which was struggling financially, was con- 
suming too much of his time 

But "I really didn't want to U* tied down 
that way." recall.- Harder; St til K- kn.v. 
that if he was going to continue 
shrimp, he needed a home base. 

His wife, Virginia, supported his deev 



selling 



pnrrha^ \v ( nl Mil flu- «| 

He also encountered ru~ 

I'M'il! Wholrsdri-v * U It toned hllTI t"t"[ 

timie to make w.vklv trip*. \ ( t tin nu** 

With a larger tmrk. he was returning 

the trips with thousands of 

^Unni oM he was saving the Iwisim-M 

percent by cutting mil (he middleman 

After 77. vmn »« •k,. 4 « 

1 >'«ir* at tne otiginal l<*atH 



the (H^ 

rning fn** 
pounds rflj 
mane** 28 



Hardesty moved to a new site in East 
Winston. The new building was large 
enough for both a fresh-fish market and a 
takeout pill. The market carries 15 types of 
fin fish and four to eight kinds of shellfish. 
The pills acknowledged standout is the 
shnmpburger^-a bun filled with fried 
shrimp and condiments, an idea Hardesty 
imported from North Carolina's coast. 

Customer frustration at not having a 
place to sit and eat — and Hardestys desire 
to expand the business— prompted his 



search for a site for a sit-down restaurant 
The lot and building he purchased for 
$225,000 sit on a plateau overlooking 
Interstate 40's business route and are close 
to downtown businesses. He pumped in 
$175,000 for equipment and building reno- 
vations, and he hired 10 employees, dou- 
bling his work force. 

Hardesty stopped making the trips to the 
coast, and he has mended fences with local 
wholesalers; now they give him deals be- 
cause he places large orders. 



Virginia Hardesty, who has helped with 
business plans and accounting in the 
seafood ventures, has taken a leave of ab- 
sence from her job at Lucent Technologies to 
help launch the new cafe. 

"1 think the [local consumer I market is 
big enough." she says, despite competition 
from heavyweights such as Red lobster, ;i 
national chain, and Libhv Hill, which has 
17 restaurants in North Carolina and 
Virginia, "People eat out so much now. 1 
think there's a niche for every hody. " ■ 



Turning Rags To Riches 



Bif Harriet Webster 

Crispina ffrench loves the fact that 
her business is housed in a former 
textile mill that fell on hard times. 
Breathing life into the Housatonic, 
Mass., mill is consistent with the philoso- 
phy of Crispina Designs, which recycles 
"post "consumer- cloihing into one-of-a- 
kind garments and home accessories. 

Last year the company recycled 25,000 
pounds of wool sweaters, hundreds of 
tweed sports jackets, and bales of blue 
jeans and overcoats, all purchased from 
rag dealers across the country. The com- 
pany produces vests, jackets, sweaters, 
jumpers, mittens, and hats as well as blan- 
kets, pillows, rugs, ;mcl stulied animals. 

The items are stitched together by a 
corps of about 30 sewers who work at 
home. Each piece bears a message from 
hYeneh uhe "fT'is an Irish linguistic quirk? 
that's printed on recycled cardboard: "We 
thank you for supporting our company and 
encourage you to continue to choose sus- 
tainability in your purchasing decisions. 
Conserve, reuse, recycle, and be kind to 
yourself every day/ 

The recycling theme runs through just 
about every aspect of ITrenchs business. 
Sdttie of her clothes incorporate fasteners 
made from old bottle tops and keys, and 
her catalog, printed on recycled paper, is 
mailed in a folder made from a collapsed 
cereal box. 

rTrenrh.^2, stalled her business in 19K7 
when she was an art student at 
Massachusetts College of Art in Boston, 

She sold her "ragamulfins' -u himsiral, di 
nosaurlike stuffed animals made from re- 
cycled, multicolored sweaters — through a 
crafts cooperative and out of her backpack 
at music events. 

In 1989, she was accepted as an exhibitor 
at the American Craft Council Show, a pres- 
tigious juried event held annually in West 
Springfield, Mass, It was her first show, and 

Hurmt W'thxtt r is a tm-lance uriter in 

(Hotin sh K Muss. 
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she wrote up more than $30,000 in orders. 
-I went home," she recalls, "quit my job 
waiting tables, and tried to figure out how I 
was going to make all the stuff " 

She enlisted a couple of friends and set 
up shop in an old railroad granary in 
Millerton, N.Y, where she remained for six 
years The eompanv did $51 10.000 worth ol 
business in 1995, But the following year, 
f Trench's young son was diagnosed with a 
Si-nous hearl condition, liable to run her 



factory, she laid off her work force and 
ceased production To make matters 
worse, her bank called in her loans. The 
company lost $100,000 that year T but 
ffrench was determined to bounce back. 

In 1995, she had at- 
tended a conference of the 
Social Venture Network, 
an organization erf 40Q 
companies committed to 
socially responsible busi- 
ness practices. "I hung out 
with all these high-rolling, 
socially responsible busi- 
ness people who were re- 
ally my icons f she recalls, 
u and they said things like, 
We understand your busi- 
ness. If you ever need 
help, just call^So she did. 
With the assistance of a 
contact she met through 
the network, she secured a 
$100,000 deal with The 
Nature Company, a na- 
tional retailer and catalog 
company based in 
Berkeley, Calif The deal 
included a $23,000 ad- 
vance to get production off 
the ground. Crispina 
Designs reopened in a new 
location in Housatonic, 
close to her parents and to 
Stockhridpe, Mass., where 
ffrench was raised 

Today her 4-year-old son 
goes off to day care happily 
most days despite the fact 
that he is still dealing with 
a serious illness. And her 
company is thriving. By 
late 1997. rTrench was anticipating annual 
revenues that would once again approach 
the $500,000 mark, and Crispina Designs 
has 4;')!} wholesale accounts in the United 
States* Canada, Europe, and Japan. 

Paula Cochran, proprietor of Paula's, a 
Rockford. III. boutique and one of ffrench s 
oldest customers, says: 1 think of her 
pieces as wearable art. Her clothes are al- 
most an invitation for people to be friendly 
They start a conversation. 4- ■ 
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Sliding Into Home 



Bij Kobe tin Mntfttani 

HIihvs ootfaa^ bfce a toe to motivate 
| a person to do something he other- 
I wise might not do. For Dave King, the 
I dare— a rather mild one, in fact— had 
dramatu results: It led him to start his 
own business. 

In 1982, King and his wife, Annette, avid 
weekend players of slow-pitch softbaH p were 
playing in a tournament in a small town in 
western Colorado. After making comments 
about the poor management of the event, 
the\ were asked to leave. The event man- 
ager told them that if they thought they 
could organize an event bet- 
ter, they should try it them- 
selves. 

During the long drive 
home that day, King recalls, 
they began speculating: 
"What if we developed the 
perfect weekend tournament 
for amateurs who take their 
sports seriously— an event 
that would have a strong so- 
da] element, a good location, 
and great officiating?" 

They sketched out rough fr- 
naneials and decided that to 
make enough money to give 
the champions a trip to Las 
Vegas, there would have to be 
three tournaments, which 
iravr rise ro the company's 
name. Triple Crown Sparta 

For five years, they ran a 
softball series in Colorado 
with no long-term goals. 
Then, in 19*7, frustrated in 
his job at an insurance com- 
jMTiV Kiny wrote a business 
plan that launched a full-time 
tourniimeni operation in Fort 
Collins, Players wanted well- 
organized events, he says* 
^Predictability and consis- 
tency were things the event 
business lacked. That's what 
we tried to provide 

Triple Crown now runs 400 
events a year in soft ha 1 1 . 1 w ise 
ball, hockey, soccer, and bas- 
ketball 

In the early years, though, Kings love of 
sports got in the way of financial success. 
He realized he had To make a decision on 
whether to make money or just hold a lot 
of ^at* events. 

He developed a model of how to make 



money running grass-roots events, and he 
hit on a successful mix: Participant entry 
fees — typically a few hundred dollars — 
would provide about 50 to 60 percent of 
revenues, depending on the sport. 
Corporate sponsorships would be limited 
to 20 to 25 percent of revenues so that the 
withdrawal of any one sponsor would not 
necessarily scuttle an event. The remain- 
der of revenues would come from sales of 
T-shirts and hats. 

King recalls the company's progress by 
years: In 1988— Year One— Triple Crown 




It has been a seesaw battle. < • Mo> W 
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edged into the black, but it suffered it* Br* 
real cash-flow crisis, which required aurnT 
icant rea4|urtmCTU with equipment and 
T-shirt suppliers as well as cost cuttine 
and efficiency Improvement* 'JW wen- 
achieved mainly thmugh automating oo*. 
CttOM. Annette King, who had been out of 



the business for two years, returned as 
Sgfgl on administrator. 

But, Dave King says, "our big mistake 
came in Year Five, We did the No. 1 sin in 
growth: We put everything on the list and 
tried to tackle them all at the same time.* 
That list included acquiring a smaller 
sports company, going into European mar- 
kets, starting a division in Canada, and 
roiling out two more sports— volleyball 
and girls fast-pitch soil hall The net ellivt 
was that after two profitable years, the com- 
pnm losi $,")(KijMHl md oued $1 I million 

Opting not to fold his tent, King drew up 
a seven-point survival plan thai I -ran with 
laying off everyone in the company for six 
weeks. The entire operation was reorga- 
nized King personally explained the plan to 
everyone who was owed money. A trusted 
accountant had to be let go. New 
projects were cut So were the op- 
erations in France and Canada. 
Tll lt VW*- ol focus is hard to 

come by unless you havea arias/ 
he says 

But the next year saw a turn- 
around. "With thai little plan, we 
wen* able u, . vvm . ; ^hmhki on 
th» ^•UomhneJfnmiaSTHKMKH) 
km] to a $400,000 profit," King 
says with a hint of pride. 

Now the company is heading 
down another new' mad: fran- 
chising, 

■V- earh, a. Year Two. King 
ratw that the company couldnt 
maintain a centralized manage- 
ment One reason is the local na- 
ture of amateur sports When ap- 
proaching sponsor* and civic 
authorities in new market*, he 
found, >nirv Klill that out-of- 
town person, trying to tak* 
money out of the community And 
that's alwav> a turner Im us to 
'■venum.* until tin \ ^el to kii'»* 

Aluo. it wan mini to deW] 
mine when market* were rvaif 
for new sports or more event*. 

Such factors led 
to franchiae an a wav to pnrM 
local ownership and to allow hi 
«ptrienced *taff to turn thei 
energies |q providing franchi* 
Mipport In lad M\»n ■ > l! 
«taff of 43 were among the fin 
team to be trained as W 
driMM thi* past Septcmb* 
King expect* to have 20 frnnchi*** 
trained by the third quarter of 198ft J 

• it k*«ars up fur traikhiMUg. 
< mwn is generating revenue* of fci mitt* 
« year The eompanv hag moved m*0* 
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"The more things change, the more you need the 
experience of GPU Energy." 



Dennis Balriassan, Pjesident, GPU Energy 



We're at the threshold of a new era. The energy industry is changing dramatically 
and we're planning ahead to make those changes work for you. Soon, you'll be able 
to choose your energy provider. GPU Energy wants you to know, no matter whom you 
choose to supply your electricity, we"ll still deliver the power, maintain the lines and 
read your meter — just as we have for over 50 years, 
Our experience and innovation are powerful 

tools for meeting your needs for the future, ENERGY 
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Lending A Hand 
With Financing 



By Juan Pryde 



ranchislng^ 

Franch isors are fi nding 
new ways to help prospec- 
tive franchisees obtain 
the capital they need to 
get started. 



When Steve Kline decided several 
months ago to open a Primrose 
School franchise in Fort Worth. 
Texas, he discovered he would 
need more than $1 million to buy land 
and to build the school. An insurmount- 
able obstacle to getting started? Kline 
didn't think so. 

He went straight to AT&T Capital Corp.. 
one of the country's largest lenders to fran- 
chisees A couple of years earlier. AT&T 
I iipital—headquartered in Morristown, 
HJ« and formerly owned by AT&T Corp.— 
had farmed a partnership with Atlanta- 
baaed Primrose School 
Franchising Co., whose 
schools provide day-care 
and preschool services. 
Hit* partnership allow-, 
qualified prospective 
franchisees to obtain fi- 
"ancing relatively 
quickly and easily 

"AT&T and Primrose 
do such a good job in 
holding your hand 
through the financing 
that if you listen to what 
they say and you do the 
things they tell you to 
do. von should not haw 
any problem, 1 * says 
Klm«\ | financial consul- 
tant with Merrill Lynch. 
He obtains! a $1 :\ mil- 
lion loan from AT&T 
Capital last summer, 
and he plans to open bus 
school in May. 

Klines stors illus- 
trates an important de- 
velopment in franchis- 
ing More franchisors 
are offering help of 
Home kind to meet 
prospective and existing 
franchisees' financing needs. 

Although most franchisors still don't 
offer loans themselves, industry experts 
say that many, such as rVimrose, art* form- 
ing partnerships with financing companies 
To ease* the loan -approval process for their 
franchisees 

Franchisors also are entering into joint 
ventures wit h franchisees or are co-signing 
loans Still others an* offering assistance 



ranging from classes on how to obtain fi- 
nancing to help in writing a business plan 
and a loan proposal 

While surveys show that a majority of 
franchisees still finance their first venture 
from personal savings, a growing numlx*r 
now expect financial help from a franchisor 
before they buy into a franchise concept, 
says Andrew Sherman, an attorney with 
the (heenherg Traung law firm in 
Washington, D.C. Sherman is a co-author of 
Fhwtchig Your Franchise (McGraw-Hill, 
$16.95). 

■f think a franchisor that doesn't have 



bank isn't familiar with the franchising con- 
cept that the loan applicant is pursuing, 

"Lenders that are not well-informed 
about franchising in general tend to look at 
I a franchisees proposal) as a start-up busi- 
ness* says Mark Siebert, president of 
Francorp Inc.. a Chicago-based franchise 
consulting company "It may be a start-up 
business [in one sense], but it has an estab- 
lished track record as welP that the lender 
can discern by examining the franchisor. 

The connection between AT&T Capital 
and Primrose was forged, in fact, after 
Primrose officials got tired of trying to ed- 




A partnership hetnn , AT&T ('upitaf Car,*, ami /Vmmsc School Fmuchisinp Co Mpeti Stere Kline <*. 
tam financing j/br CI school to 1* built an this site in Fart Worik TeXM. 



gome type of direct or indirect franchise (fi- 
nancial] assistance plan in place is going to 
he left behind* Sherman says 

A Shortcut To Financing 

Alliances k'tween franchisors and finance 
companies are a way around the difficulties 
that first -time franchisees oflen encounter 
when applying for a bank loan. Getting a 
loan can Ir diflirull, particularly when ihe 



i ucate bankers about the company's con- 
cept of "educational child care." 

Jo Kirchner, Primrose's executive vice 
president, says she helped her first fran- 
chisees in the Atlanta area get financing 
through local hanks by meeting personally 
with bankers to sell them on the Primrose 
concept. 

When Primrose made plans to expand 
lx-vond Georgia and award franchises in 
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Insurance 
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" Steamatic is a 

great franchise for 
the person with the 
business skills and 
desire to own his own company. 
You receive professional training 
and continuous support services. 
My franchise has clearly proven 
over the past 20 years that 
Steamatic is #1 



Bilt Chaitain 
Kansas City, MO 
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Tfexas three years ago. Kirchner says, she 
^realized we needed to do something else, I 
thought, why amid n't we get this down to 
a cookie-cutter concept?* Primrose now has 
48 schools in six states. 

By chance, Kirchner met John Teat, 
AT&T Capital's western regional salt* 
manap-r. al a franchising M-minar. and the 
two talked about developing a partnership. 
AT&T examined the company, liked what it 
saw, and agreed to finance loans to 
Primrose franchisees on an expedited bans, 
with the approval process focusing on the 
individual franchisee's creditworthiness, 

"All we re doing is underwriting the bor- 
rower, not the concept,* Teat says. Tor 
that reason, our turnaround time i> sub- 
stantially fester It definitely takes the 
heartburn out of the deal." 

AT&T Capital was attracted to Primrose 
for several reasons, Teat says: The com- 
pany has a strong management team that 
provides substantial support to its fran- 
chisees; it had proved itself in its mark ? 
place by operating several company stores 
before beginning to sell franchises; and 
day care is a growing industry with high 
consumer demand. 

Primrose is one of more than 15 fran- 
chisors that have partnered with AT&T 
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Capital, which offers— through a sub* 
sidiary called AT&T Small Business 
Lending Corp.— conventional loans and 
loans backed by the U.S. Small Business 
Administration <SBA), says Teat The com- 
pany also recently created FranchiseOne, 
a program that makes conventional loan- 
Id multiple-unit franchisees. 

A Known Quantity 

Clearly, franchisors who have financing 
arrangements with lenders can get their 
franchise operations up and running 
quickly 

Joe Saini took advantage of such an 
arrangement to raise the money he needed 
to open his first Smoothie King franchise 
in RosweU, G«l, in 1995. Encountering re- 
sistance from local banks, Saini turned to 
The Money Store Investment Corp., a na- 
tional lender based in Sacramento, Calif 

Smoothie King, headquartered in 
Kenner, La., sells nutritional yogurt 
shakes and vitamins and is considered a 
"targeted" franchise concept by The Money 
Store because it is a type* of busineflf 
deemed eligible for SBA financing. 

The Money Store "knows who we are. 
and they've seen the returns (on invest- 
ment! * saya Smoothie Kings vice presi* 





Responding to a 1997 survey conducted by Franchise 
franchisees listed the types ot financing they used lor then 
The percentages total more than 100 because some 
more than one type of financing. 



L 



Type 01 Financing 
Personal Savings 
Standard Bank Loan 
Money From Friends And Family 
Lending By Franchisor 
Bank Loan Backed By 
Small Business Administration 
Other 

Noncommercial Lender 

Credit Card 
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dent of franchising, Richard Levielle. 
They're an easy sale because we don't 
have to teach them" about the business. 

Hie Money Store advertises a simpli- 
fied, streamlined loan process and longer 
repayment periods than a commercial 
bank typically would offer Tom 
Hollinshead, national sales manager for 
The Money Store's franchise division, 
says the company does not charge a 
higher interest rate in return for the eas- 
ier terms. In fact, he says, longer repay- 
ment periods are a plus for The Money 
Store because they put the borrower in a 
better position to repay the loan 

Saini borrowed about 70 percent of the 
$140,000 he needed, or $100,000, from The 
Money Store. The loan was for seven years 
at 2.2o percentage pnints above the prime 
rate, <As the prime fluctuates, so does 
Saini s rate.) 

He scraped together the rest by liqui- 
dating some stocks, taking money out of 
his 401(k) retirement plan, and borrow- 
ing through his credit cards. After experi- 
encing strong growth at the Roswell 
store, Saini opened two more stores, in 
Athens and Atlanta, again with the help 
of loans from The Money Store. He's so 
busy with those sites, he says, that he is in 
the process of selling the Roswell store. 
Where are the buyers obtaining financing? 
"The Money Store," says Saini. "I'm the one 
who recommended it" 

r>anchising-industry analysts say that in 
addition to AT&T Capital and The Money 
Store, a number of other lenders are in- 
volved in partnering with franchisors to 
help finance franchisees. They include 
SunTrust Credit in Little Rock, Ark.; 
National Otopernlivr Hank in Washington, 
and Franchise Mortgage Acceptance Corp. 
in Greenwich, Conn. 

Proving You're Creditworthy 

Whether you're borrowing horn a thin 
chise lender the franchisor, or a commer- 
cial bank, ultimately the most important 
aspect of securing financing for a business 
it selling yourself as a business owner. 

And that, in turn, requires a strong busi- 
ness plan, which describes your business 
experience, research you have done on 
your venture, your projection* of how the 
business will perform in your locale, and 
the justifications for the projections. 

The No, 1 thing, from the million-dol- 
lar guy to the guv borrowing $20,000, is 
that youVe got to have a business plan; 
ycmVe got to have something concrete be- 
fore anyone will talk to you/ says former 
banker KW UMar. who in March lie- 
came the owner of a Fort Wayne, ImL, 
franchise of Novus, a Minneapolis4»sed 




A good relationship with u Unvl lxi»k hi.W ihuuiaiuj ofn 
bngel franchise far Jim Ttdli&> Sue Sckroedex and their tm 
{Hit1tnrx 



windshield-repair company. 

Before meeting with a 
lender, make sure your finan- 
cial house is in order. A lender 
will want documents such as a 
personal financial statement 
and at least three years* worth 
of income-tax returns, which 
you will have to include in your 
detailed loan proposal. CSee 
"Essentials Of A Loan 
Proposal" Page 56 J 

Besides giving the lender in 
formation about yourself!, you 
must make sure the lender is 
comfortable with the franchise 
concept you re pursuing. Make 
your case by including in your 
loan proposal information 
about the franchisor, such as 
the company's history, its fi- 
nances, and the amount oi sup- 
port you can expect to receive 
from the franchisor. 

With documentation in 
hand, you re ready to make 
your pitch to the lender, "One of 
the things 1 suggest to prospec- 
t foe franchisees is to try to dif- 
ferentiate themselves from all 
of the proposals a banker 




h 1V t it least J40.00Q in liquid asset*, here's the 0FP0RTUK1TY to join 
in a itrategk partnership with meineke Discount Muffler Shops. 

the nation* largest discount mutter and brake repair specialist 

Thu opportunity doesn't require a knowledge of vehicle repair. Were looking for entrepreneurial 
people who can effectively manage a business and direct a productive team of professionals. 

We know our business system worki' Welt be right there for you with campre- mm ^^ m Mm^ 
hensrve initial training, proven aggressive matketing, advertising with impact lllHIlGIVti 



and management guidance. You'll discover the opportunities created by the 
meineke reputation for discount pricing and fast, dependable service. 



www.tneineke.com 



The discovery process begins with a toll-free phone call. 
1 • 800 • 634-6353 

m*ln#k* DiKounl Huffier Shopt, Inc. « 129 South Tryon Strwt, 9th Floor • Chulottt, North Oroliru 28202 
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Essentials Of A Loan Proposal 



In some ways, a loan proposal from a 
prospective franchisee is much like a 
proposal from any other small-business 
owner: It must state how much money is 
needed, show how the money will be used, 
and detail the borrower's financial situa- 
tion. But a franchisee must further 
than an independent firm by providing 
data on the franchisor as well- 
Experts say that franchisees should in- 
dud*- th< Mining m any loan proposal: 

Summary A brief overview ot the point* 
covered in detail in the proposal It should 
include the amount to be financed, plans 
for repayment, and a description of the 
franchisor and the franchise agreement. 

Identities of the key players: A listing of 
the franchisees management team and 
all other key staff members and their re- 

, - j h. . u.ph.iS].- should U j on the 

management exoerience of the individuals 



I inane ial information: In addition to the 
sm i i being requested and repay- 



ment projections, this section describes the 
franchisee's sources of collateral and how 
the loan would be used. It also includes the 
borrower's personal financial statement 
and income-tax returns from the previous 
three years and the business s budget and 
cash-flow projections. 

Market data: An outline of the state of thi j 
hxri market and the prospects for the 
franchisee's business in that market 
Included should t>e the size of the market 
and its demographics. pn>filesol potential 
customers, industry trends, major competi- 
tors, and strategies for local advertising 
and promotions. 

< General information about the franchisor. 

A total picture of the franchisor. The lender 
likelv will want to know the franchisors 
pn>gress in developing the business; any 
plans for expansion into the franchisees 
local murker: and the kind uf financial and 
other support the franchisor is willing to 
provide to the franchisee. This section 
should include the franchisor's business 
financial statement. 
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might see in a week/ says Tbm Ryan, direc- 
tor of franchise development for Chicago- 
based BAB Holdings, operator of Big Apple 
Bagels and My Favorite Muffin. 

For Ryan's franchisees, that might in- 
volve something as simple as going to a Big 
Apple Bagels store and buying a platter of 
bagels to take to the meeting with the 
lender. "It says to the banker that this isn't 
just a piece of paper and you shouldn't just 
look at cash flows or numbers/ Ryan says. 
"It may he one of those things that gels a 
lender a little more excited/ 

Loan applicants must also be prepared to 
bring a significant amount of their own 
money to the deal. Franchisors and lenders 
usually require an investment of 30 percent 
from the borrower, although sometimes it 
can he less For exaniplr, AT&T Tapitaf !*• 
I cause of its relationship with Primrose, re- 
quired Kline to kick tn only la pem-ni 

Also, lenders will generally expect you to 
offer a personal guarantee, which will 
make you personally liable for the loan. A 
business-related building or equipment 
typically cannot be used to secure a loan. 



Prospective franchisees who have the great- 
est success obtaining a loan from a mm- 
mercial bank often are those who alreafr 




Instant Image 

One of Americas most recognized retailers is also your best 
franchise opportunity . . . 

• Tap into the lions share of a $6.5 billion market 

■ Capture the benefits of GNCs multi-million dollar 
national advertising programs 

■ Become part of an international retail chain more than 
3,000 strong 

• Harness more than 60 years of retail expertise 

■ Choose the franchise opportunity ranked Americas Best 
by "Franchise Times ' magazine Jn 1997 and Success" 
magazine in 1994 

Direct financing, site assistance and company signed lease 
provided. Initial investments as low as $57,500 Special 
financing available in expansion markets around the U.S. 
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are an good terras with their locaJ banker 
Jim Tullis and Sue Schrtjeder found that 
out when they and two business partners— 
Bruce Browning and Guy W. Shilts Jr.— got 
into franchising about a year ago. 

The four were already operating a small 
business, Crossroads Counseling Center, 
an outpatient mental-health and alcohol- 
treatment facility in Janesville, Wis, In de- 
veloping Crossroads f the partners had 
done business with Bank One in 
..fanesville, part of the Columbus, Ohio- 
based Banc One company. 

That relationship led them to turn to 
Bank One when they decided to purchase a 
franchise from Big Apple Bagels. The four 
bought an existing Big Apple Bagels store 
in Janesville for about $220,000 in 
December l!Wn\ 

In our situation, it wasn't that difficult 
to obtain the financing,* Tullis says- M We 
went to our local bank because we already 
had a well -established relationship with 
them." That led to a speedy loan-approval 
process, an equity contribution from the 
partners of just under 20 percent, and a 
loan from Bank One of $180,000. 
The partners hope to expand to five Big 
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Not only is Jani-King at the too of the commercial cleaning industry, we're 
also one of the most exciting and fastest growing franchise opportunities. 



C onsislently ranked the number one franchisor in our industry, Jani-King 
offers a complete program with guaranteed initial business and ongoing 
training and support. Jani-King is a solid business investment. 



With 29 years in the cleaning industry, we offer specialized and affordable ^ 
cleaning solutions for more than 10,000 clients worldwide. Jani-King's 
expertise, coupled with local support and .1 dedicated business owner, ensures the 
performance you expect and the service you deserve. 



Master Franchises Available 
800/552/5264 • 972/991/0900 * www.jamking.com 
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For a FREE Full Color Brochure 
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Apple Bagels stores in the next few years. 
Although they art- aware of other financing 
options for their expansion, when it T s time to 
finance the additional stores, "we may find 
ourselves hotter ofT with our local bank," 
Schroedcr says, 
lb help established Big Apple Bagels 
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gible for the program, you must have been 
turned down by a commercial lender or 
the lender must certify that it could nol 
make t.he loan without a guarantee. 

If the amount of 7i at financing you need is 
small enough— no more than $100,000— 
you can take advantage of a special SBA 




A solid business plan 4 '>^«* ^ «*$BomLoM<X 

who mth his wfa M ncentty opened q Novuh ^-y M ivp^^jfc „, Indian* 



franchisees who want to open additional lr> 
cations, BAB Holdings has set up an al- 
liance with Franchise Mortgage Acceptance 
Corp. of Greenwich, Conn., which makes 
commercial loans to franchisees The finan- 
cial assistance provided by FMAC doesn't 
extend to first-time franchisees, BAB 
Holdings' Ryan says, because ~we In-lieu* 
somebody should scratch and claw and fight 
to get that first store financed 9 

What if you want to get into franchising 
Inn you don't have an established relation- 
ship with a bank or other lender? Your key 
to financing a franchise successfully will be 
locating a franchise company that has a 
support system in place, either a partner- 
ship with a lender or a program for helping 
you to develop your business plan and pre- 
sent yourself to a lender. 



The SBA s Programs 
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urce of your loan, there's a 
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Program called the Low DocumentatioO 
I^n digram, or UwlVu* lnder UwDitf. 
wiaD-buaineaa owners fill out only a onr 
WP& application, and the approval proceH 
canbe completed in jiLst a few days. 

^ns Baurngnrtner savs cutting thnmgh 
the paperwork with Lmvboc u .. I«g help 
when he and his partner, Scott Zide, wantM 
t'H^naMr f ***uvnt> Sul* & PasU Ira*" 
chise m EUisvife, Mo , m 199ft. 

Baumgartner and Zide. both 23 at U* 
time, had nt) business experience, and the? , 
enlisted the help of another Mr adeem* j 
franchisee in completing the l/mlk* ap 
plication and writing a business plan 

The franchisor provided support by 
ing the two partners suggeHtion* on ■ 

mirhainix,* a ti U ,, m i— plan .m<! -tiaO^ 
with thi-m <ain|il.-> plan-vv ntt.-n k 

WMrful Mr. Qo«fa«t| franchise** 
Baumgartner says, 

Kvn with all that help. th<< two weft 
turned down by th»- fust hank ihev aP 
proached in St U\u\* Bui they hit p4 
dirt with the second. Mercantile Ban*' 
which waa familiar with the fninch*^ 
because it had made a loan t.> anotM* 
Mr (ifH-tficenU franchisee 

B^mgwtncr and &de borrowed )^ 
under $100,000. and each wii* mitred 0 
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bring $18,000 of his own money to the deal. 

Despite their inexperience, Baumgartner 
and Zide proved to be a good credit risk. 
Their store turned a profit in the second 
month, and sales increased an average of 10 
percent each month through the first 10 
months of operation. "And we're still grow- 
ing," Baumgartner says. 

Being Your Own Banker 

Starling a franchise du'siVl necessarily 
mean borrowing money, especially if the 
initial costs are relatively low. Novus fran- 
chisee LaMar, though he knew the bank- 
ing industry; decided against debt financ- 
ing for his business. Instead, he used his 
personal savings to pay the approximately 
$17,700 in start-up costs. That included a 
$15,000 franchise fee and $2 t 700 for 
equipment and other items. 

The money LaMar saves on financing 
costs is plowed back into the business, 
which he owns with his wife, JUL "What 
we save on interest we spend on market- 
ing, he says. "It's also paying for our tele- 
phone lines, the fax line." and other month- 
to-month business expenses. 

Had the LaMars needed financing help, 
however. the> likeh would have obtained 
it from tlu* franchisor. Roger Taylor, fran- 
chise executive lor sales and support with 
Novus. says the company has been run- 
ning a program for the past couple of years 
under which a franchisee can borrow up to 

*12.<IOO directly from Novus 

"There are a lot of people out there who 
have that entrepreneurial spirit but tare) 
short on one thing: money;* says Taylor. 
"We feel comfortable in financing them.* 

Novus has nearly 375 owners around 
tfafi country operating about 550 fran- 
chises, Taylor says, and more than half of 
Novus new franchisees take out loans 
from the company 

Franchisors can still offer support dur- 
ing the financing process without lending 
money or leading the franchisee to lending 
sources, says Smoot hie Kings Levielle. For 
example, his company offers a two-day 
class to prospective franchisees that edu- 
cates them about financing, budg e t ing, 
and business planning. 

Franchisees receive financing formulas 
that allow them to calculate roughly how 
much of an investment they will need for 
each potential Smoothie King site. They 
also arc* shown the basic structure of a 
business plan and how to put it in the best 
light for a lender. 

Says levielle: "We try to teach the fran- 
chisee how to do a plantation* that in- 
cludes brochures, color graphics in the 
business plan, a picture of the store, and 
reference?* from other banks MB 



Showing You The Money 



Trie following financial institutions offer 
various types of financing to prospective 
franchisees. 

This list was provided by the 
International Franchise Association, a 
Washington, D.C.. organization that repre- 
sents various segments of the franchising 
industry. Lenders in Canada and England 
require that their loans be used for fran- 
chise units in those countries. 



Advanla Business 
Services: 1020 Laurel 
Oak Road, Voorhees, 
N J 08045' 1-800- 



Betsy Hepnnger, 
manager of franchise 
services. 

AT&T Capital Corp.; 
44 Whippanv Road. 
MoiTLstown/NJ. 
07962; l-800-7i:i- 
4984. Contact: Woody 
Froth row, franchise 
product manager 



1847) 948-1845. Contact- Robert Oseland, 
vice president- 
Franchise Mortgage Acceptance Corp.; 
5 Greenwich Office Park, Greenwich, 
Conn, 06831; (203) 863-7100- Contact; 
Wayne Knyal, president 

Global Alliance Finance Co. LLC; 31 W. 
52nd St. New York, N.Y 10019; <212) 469- 

8797. Contact: Doug 

Monticcioio. president. 



Alliances between 
franchisors and finance 
companies are a way 

around the difficulties that 
first-time franchisees 
often encounter when 

applying for a bank loan. 



Atlantic Financial 
Services, Inc.; 960 
Avenue of the 
Americas, New York, 
NY 10001; 1-800- 
535-9017. Contact; 

Donald Hakes, executive vice president. 

Bank of Montreal; 55 Btoor St. West, 15th 
Floor, Bank of Montreal Tbwer, Toronto, 
Ontario M4W 3N5, Canada; (416) 927- 
6020. Contact: Ian Hamilton, senior man- 
ager, national frciitthisinu services. 

Canadian Imperial Bank of Commerce; 
CIBC, Commercial Barikin^Commerce 
t nun. Postal Station, Toronto M5L IA2. 
Canada: (416) 980-3225. Contact: Charles 
Scrivener, general manager, national 
franchising. 

( (immerciaJ Capital Corp * I'tf 

Farmintf*m Aw.. Farmington. Conn. 
06032; 1 -800-749-8707 Contact: Timothy 
Ahernathy. senior vice president. 

Countrvw ide Home Loans; 155 North 
take Ave., 7th Floor, Pasadena. Calif. 
SHI 09, l-«0(>-978-«013. Contact; Bob 
Stepp. national accounts manager, fran- 
chise financing unit, 

Deutsche Financial Services; '2333 
Wauk**an Road. Deerfield, 111. 60015; 



Independence Fund- 
ing Co, LU 3" 1 o 
LBJ Freeway, Suite 
920, Dallas. Texas 
75234; 1-800-225- 
1776. Contact: W. 
David Jenkins, execu- 
tive vice president, 

McFarland, Grossman 
& Ca; 9821 Katy 
Freeway, Suite BOO, 
Houston, Tbcas 77024; 
(713)464-7770 
Contact: Clifford 
McFarland, managing 
director 



The Money Store 
Invest ment Corp.; 

601 University Ave., 
Suite 125, Sacramento. Calif 95825; 1- 
800-362-3071. Contact: Carolyn Haut. 
vice president. 

National Cooperative Bank; 1401 Eye 

Street, N.W., No. 700, Washington, IXC. 
20005: '202 1 :W -7fii8. Contact: Stanley 
Dreyer, vice president, development. 

Nat West Bank; Level 10. Drapers 
Gardens. 12 Throtfmorion Ave. bmdon 
EC2N 2DU England; 44 171*920*5266. 
Contact: Peter Stern, senior franchise 

manager. 

Phoenix Financial; 2401 Kemer Blvd., 
San Rafael, Calif 94901; 1-800-521^4054. 
Contact: Cal Rothnian. vice president. 

SunTrust Credit; 111 Center St, Suite 
1000. Little Rock, Ark. 72201; 1-800-395- 
7077. Contact; Scott Hasting, senior vice 
president, marketing. 

Textron Financial Corp.; 590 1 -A 

Peaehtree Dun woody Road, Atlanta, Ga. 
30828; 1-800-^42-1687. Contact: Jamie 
Clark, manager franchise finance. 
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Family Business 



Special atten tion for outsiders; readying your heirs to 
take the wheel of the company. 



OBSERVATIONS 



Doing Right By Nonfamily Employees 



By Sharon Nettm 
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J amity-business owners say that the 
i greatest challenge in managing non- 
family employees is providing them 
with opportunities for advancement. 
Running almost neck and neck in second 
place, according to the Arthur 
Andersen/MassMutual American Family 
Business Survey 97, are the challenges of 
attracting new nonfamily managers, moti- 
vating them, and compensating them. 

Family businesses need talented em- 
ployees, from within the family and from 
outside. But the study, sponsored by 
Arthur Andersen, a professional-services 
organization, and Massachusetts Mutual 
Life Insurance Co. (known as 
MfissMutual— The Blue Chip Company), 
the nation's lOth-largest life-insurance 
firm, hints at what many family-business 
owners know*: Attracting and keeping non- 
family employees requires special care. 

For one thing, family-business owners 
need to understand and respect the risks 
that nonfamily employees—especially man- 
agers — take when they join family firms 
Rrst, there's the risk that a "aon or daugh- 



PLANNING 



ter or cousin could show up and be given 
precedence over nonfamily employees 
purely because of the fact that they re in the 
family," says PSaul L. Sessions, director of 
the Center for Family Business at the 
University of New Haven in Connecticut. 

There may be a financial risk, he says — 
an employee might work in a family firm for 
many years only to be terminated at the 
whim of the family at a time in life when it's 
difficult to make a new start. Or a disrup- 
tion in the family. Session?, says, "umld have 
an enormous negative effect on their career 
or their ability to do their job." 

Besides rtx-otfrn/mn thr risks that non- 
fnmily employers take, what else can own- 
ers do to manage them effectively ' > i • . 
offers these suggestions: 

■ Don't make distinctions between fam- 
ily and nonfamily. The companies that 
deal with nonfamily employees success- 
fully, he says, "are the ones that put the 
person best qualified to do the job in the 
position that they're qualified for," regard- 
less of whether they're family. There needs 
to l)e a dear understanding among family 



members, he says, "that you re not entitled 
to a job; you're here because you can bring 
something to the company." 

■ L nderstandwhj noniannlv employees 
want to work for you. While compensation 
is important, says Sessions, employees 
often are attracted by the opportunity to 
try things they couldn't tn m a rnoiv ' hu- 
reaucratic organization, 

■ Be open about financial information. 
\ou dont have tu provide even detail, but 
you do need to divulge— just as public or 
nonfamily companies do—all the infonna 
tion "that managers need in order to man 
age* says Sessions. 

■ Include top nonfamilv managers 
strategic planning Instead of bringing 
an outside consultant to develop a plan 
eaya Sessions, ttfs better to do it internal^ 
involving your key people. Then it become* 
"enormously powerful in terms of reall) 
getting your company focused' 

A well-managed family buainaw can bi 
a wonderful place for nonfamilv employ** 
to work. The key. suggest* Sessions, * 
manapng well I 
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Preparing Your Children To Drive' The Business 



By Mtiryan A*. Baxkin and Craig E. Artmoff 



A recent article by Lynn Smith in the 
\ Tmet phi {MM "it'll 
Drive \bu Crazv, But Help Your Tfeen 
Behind The Wheel." in it. Smith 
urged parents to take a long time to teach 
their children to drive; to be slow in adding 
^•spoiLvihiluj^ HK -h a> f am IML r pa>senL f er- 
or driving alone; and to set limits, such as 
no driving at rught or in rush-hour traffic 
In other words, Smith advised parents to 
prepare children carefully and thoughtfully 
to become reliable adult driven. 

Many parents who own husmesses 
spend more time and effort teaching then- 
children to drive than teaching them about 
the family business. Of course, reckless 



driving can be fatal immediately. But a 
lack of proper knowledge of the family 
business also can be disastrous in many 
ways and can affect the lives of other fam- 
ily members as well as employees. 

In many cases, parents do not want to 
make children feel forced into the busi- 
n«-» The\ M then children ,hou!d haw 
the nght to ehtxise their futures, 

Tb avoid imposing pressure or a sense of 
«|gation, parents might wait for a son or 
daughter to express interest or, when a 

WJT^r|.:J.i i^:ir».iiit thvbiismi.ss. mu'hl 

discourage further inquiries until they 
think he or she is old enough to "*ffc t a 
personal rttn.M«.n |„„ m ^ th.- f ;im ,| v 
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firm, which is often not until during or im- 
mediately after college. It comes as no sur- 
prise that those children, lacking exposure 
to the business, care nothing about it 

On the other hand, parents might expect 
their children to begin working in the busi- 
ness at an early age and to remain "faith- 
hip to the family through continued. stead- 
Mi employment in 
the family trade. 

As these children 
grow toward adult- 
hood, their parents 
might make them 
feel as though they 
can't work anywhere 
else because thev 
don't have the skills 
or experience to join 
another firm. As the 
children mature, 
they might grow to 
hate the business 
and the parents who 
forced them into it 

How do you reach 
a happy medium be- 
tween those two ex- 
tremes? How do you 
teach your children 
*0«t the family en* 
terprise while still 
giving them the free- *** 
dom to be themselves and the confidence 
to do whatever they want? 

We can paraphrase Smith's lessons 
about driving: 

• Have a carefully constructed, long- 
term plan for increasing your children s 
knowledge of the family business. Begin 
when they are young— -by the time they 
start school 

Take the time to help them get a brief 
overview of your business. Answer ques- 
tions sincerely, honestly, and briefly. Tbo 
much detail at this age is not necessary. 
They will ask for more information when > 
thev want it 

Let them work with you if you can, but 
'"tut i h<> hm.< they spend at the business. 
Consider their limited attention span at 
this age, and give them purposeful tasks 
that can hi done in la minute.-* 

■ Afl they grow through elementary 
*hm] and junior high or middle school, 
provide them with a slowly increased un- 
derstanding of the framework you have al 
N'ndy given them Assigned tasks can !>e- 
come increasingly complex, but the time 
r* quired tn complete them should still be 
limited. You want them to understand 
what the business is and what you do, but 
you also want them to have time for child 
hood fun 

■ If you can, select a specified time each 
week when your children come to work or 
l^arn aiw.ut work Kor example, one hour 




immediately after school every Tuesday 
could be set aside as 'Svork time." At some 
point, a child may want to increase that 
time 

■ As assigned tasks become more diffi- 
cult, rewards and msponsibiiities should in- 
i crease. Help your children grow gradually 
I into enjoying the feeling of success that 
work can provide 
and the sense of ac- 
complishment and 
purpose that addi- 
tional responsibili- 
ties can engender. 

■ Leave personal 
baggage at home li 
you are angry with 
a child over some- 
thing that hap- 
pened at home, sep- 
arate those feelings 
from what needs to 
be done at work. 
You can let your 
child know that the 
upsetting issue will 
still be dealt with at 
home but that it 
does not affect work 
or the business. 

■ Stay calm. 
Some tasks may 
seem simple be- 
cause youVe been doing them for years 
without thinking about all the background 
information it takes to perform them. If 
your child makes a mistake, try to correct 
it together so you can provide the missing 
pieces of information. 

If you cannot maintain your equilibrium, 
consider delegating this responsibility to a 
trusted, patient, key employee, who can 
serve as coach to your potential successors. 

■ When your children are old enough, 
encourage them to apply for jobs in other 
organizations. They will feel more confi- 
dent ifthe\ know they can do other jobs as 
well as work for the family. 

■ po nut always stay involved in their 
decisions. As thev mature, assign them 
specific projects, then let them do their 
work and report the results back to yoa 
Their conclusions may not be the same as 
\onr>. but they might l>e better 

Listen with an open mind to what your 
sons and daughters have to say, and give | 
them the same respect you would give a 
new nonfamily employee hired to do the j 
same job. You may have a business genius 
on your hands Listen and find out. 

One final note: Leave the business at the 
business if you can. When you attend other 
activities with your children, be just as in- 
terested in those activities as you are in | 
business activities You and your children 
will benefit from pleasurable times to- 
gether away from work. ® 
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Jan. 28, Stamford. Conn. 



u Family Business Owners 'In Box'" is a 
program offered by the Family Business 
Program at the University of Connecticut 
Tb be repeated on Jan. 29 in Hartford 
Conn. Call (860) 486-5740. 



Jan. 28-Feb, 1, Atlanta 



The "Family Business Academy" is a pro- 
gram for family members who have al- 
ready been identified as potential succes 
sors or are considering entering the family 
business. Call the Family Enterprise 
Center at Kennesaw State University 
(770) 423-6045. 



Feb. 11. Jericho, N.Y. 



"Negotiations and Mediations in the 
Family Business* is the topic of a meet mil 
presented by the Center for Family 
Business at Long Island University. Call 
1 5 10 1 299-2236. 



Feb. 17. Durtiam, N.H. 



"Developing Guidelines for Family 
Members To Enter fOr Exit i the Business' 
is a program offered hy the Center for 
Familv Business at t he University of New 
Hampshire. Call Barbara Draper at «GG3) 
862-1107. 



Feb. 19-22, Tucson, Ariz. 



The "Women in Family Business 
Retreat" explores roles for women inside 
and outside the family business, family- 
business communication, and other top< 
icfl. Consultants Leslie Dashew and Mike 
Cohn are featured. For more informa- 
tion, call the Human Side of Enterprise, 
a familv-business consulting firm, at 
r 404 » 252-7 113. 



Feb. 22-25, Los Angeles 



"A RihlHJn of Dreams." a conference on 
family foundations, covers such topics as 
making grants, management, governance, 
familv dynamics, and foundation funda- 
mentals/ Contact the conference informa- 
tion desk at the Council on Foundations; 
(202" 466-6512. 



How To Gel Listed 



Thin list of f<nnittf-buximw vmits jhittmx 
tttit until! and mfunml fifty mm* that OH 
ttfM-H to th pittilk. Send //oar itrnt ihm 
months ttt ful nma tt> Font i I if Ha si toss. 
Nations Business. I tit'* // Stmt WW, 
Washington. D.V Mm-&m 



Nation s Business Classified Ads 



CLASSIFIED RATES AND INFORMATION 



To place a classified ad CALL TOLL FREE. 
800424-6746 (in Washington, DC call 463- 
5640) Fax: 202-463*3102 or write Nation's 
Business Classified, PO Box 1200, Washington, 
DC 20013. Closing date for advertising is five 
weeks preceding date of issue Rates are based 
on frequency at a per tine per insert cost as 
Mows: 

1x 2x 3x fix 1&— frequency 
$75 S70 $65 $55 $4Q - fine rate 
$1,050 $960 $890 $770 $540 — per inch display 
Ad mmimums solid set. 3 tines 
display. 1 incfc 

How To Reply To Box Numbers 

Box (number mad). 
Nations Business Classified, 
PO Box 1200 Washington DC 20013, 



APPAREL 



SUSPENDER WEARERST 
FRUSTRATE) WTH CUPS THAT CONSTANTLY SUP OFF 
YOUR PANTS? Oct suspenders feature patented "noslip clip* 
Money Bac* Guarantee BrrjcfiufiOrdy 80O-7rJH6l5 



IMAGEWTAR 
FREE LOGO, FREE EMBROIDERY 



Cla>sK IVnim Shirts ajs Low 



AUTHORS 



Free Catalog 
Features: 

Caps, Jackets, 
Sport Shim 
& More 

800 
670-3050 

Fu: 

(5101 "M-W* 



BOOKS' PUBLICATIONS 



iyW^USCRIPTS WANTED, ALL TYPES 
Publisher w*h 7£y«ar tradition 'Author s Gukte to Subsray 
Publishing * 1-80O695-9G9& 



BUILDINGS 



, delivered to your 
jobste feaoy to bolt together 5000 sizes burtd it yourself 
and SAVE Can wrm your budding size 1-90O643-5555 
Hentage Butting Systems POB 470, N Little Roc* AH 

721154470. 

FACTORY DIRECT TOP QUALITY STEEL BUILDINGS & 
SAVE COrvf<€RClAL FARM ETC . EASY CONSTRUC- 
TION. COMPUTER DESIGNED, GUARANTEED FOR 
QUOTE 1-800-494.2323 



BUSINESS FINANCING 



THE CAPITAL NETWORK ritroduces investors to wcaa 
emefp/»g growth companies For more NbtnWM Ca* 
512-305-OS26 

CASH FOR INVOICeS Accounts RecewSbii Financing to 
S2 000000 D*ecl lender wrth offices nationwide AeroFund 
Freroal Approves by pixrc T40Q.7474AFK4234), 

ACCOUNTS RECEIVABLE FINANCING Outsource credit 
deoaftmenL 11 years m business National Factoring 
Services t*aOO-2S3€700 mtp/A^.tec^nat 

FREE CASH GRANTS' Business Stari-Upsfooarwi 
Personal Medical Education More \ Details 
GfantSearch, POB 880663. NB1 . San D»ego CA 92168 

EXPORT FINANCING ALTERNATIVES Equipment Loans 
Doss-Border Leasing Project Finance 4 E*pon Credrt 
insurance Latin America. Pactfc Rm Mexco & other enwp/ 
mgiore^ma^ calAdrorioMLeaartgOd0O67&7342. 
F &m 518-4630144 

WORKING CAPITAL - Turn cryrrneroal accounts recewabia 
mo nstani CASH *th the *Nc*Hoopa" fnanoat services ot 
Gibraltar Fnanoai (Snce 1961) Factoring or Recervabte 
Un»oJCre<fc 24hr approval Brokers protected Carl Ren 
or John at888-GlB-RALT (yww gtons^inanaal com) 



BUSINESS OPPORTUNITIES 



Acqufeesta 
io your area 
other rrrvaD 
wnte the Ret 
Great N«> 



NEW AUTHORS 

PUBLISH YOUR WORK 

ALL SUBJECTS CONSIDERED 

fiction, Biogra p hy, tWiflKHrt. FWry, ChiaWi. 

AUTHORS WORLDWIDE INVITED 

MINERVA PRESS 

T run m*+n*t on uohpi w r kx>. i^and 
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Die report. 
*2202U 



HJ567 



CONSULTA 
FiattMrjr.tr 



BUSINESS OPPORTUNITIES 



CO YOU ENJOY YOUR LIFE? t EARN $30 000* PER MO 
teaching people to be successful and enjoy irfo (f you want 
to oo the same, caM (714) 726-5084 24hr msg PT/FT 

PERSONAL COMRJTER OWNERS CAN EARN $1000 TO 
45000 monthly ottering simple services Free tot ot 100 ser- 
vices Write BDRCF 5567 Hamson 1124. Op/Jan, UT 
B44C3M322 

OWN A Din LIGHT WEIGHT LOSS CENTER D*nbuUx- 
srups available r\atscrrw»de. ewtfusve «ood fane I4yrs n 
business, NO FRANCHISE OR ROYALTY FEES 
T-80&24&771E 

LIVE A TAX-FREE LIFESTYLE & travel the world Intl 
Neting company erpanftng mjo new markets 
Respectable 8COW9S61 e*t 486088 

FREE copy ol recent nlo Francfw* Newsletter Latest 
chee Annual Dieciory describes fuusanosot 
FortrNFO t 33^8064885 



MAKE MONEY WITH A FAX 
Starring income K&007rm senctog tanes to 
horn your home or oftc* 80f>777-2S6S Ext 
hnp/^^mtjdafaxcom 



FVffrjrrriiu 



$100000 SELLING BOOKS BY MAJL 
FREE CATALOG 
WE DROP SHIP1 ^X>S50^79 OR 714-63M668 



CA S H 

Hc^lrg a mortgage on property you sofcf' 
Setter CASK* Natxrwide 1 -8004682744 

LET THE GOVERNMENT FINANCE your vnatl busmen 
Grants**** to $80000000 Free recorded 
707-44WQOC (HS2) 



RWENJED Wj^Staricri We*ght Tra^ng Syitern For Home 

^^^^^^^^ for nlocal 97f> 
407-0660 or Ft* 970407-0561 

AMF RtCAS FOREMOST MfclKDNAJfiE MAKER REVEALS 

fTwa^^— '** ,f "^ ****** r * 



OHN YOUR OW4 BUSINESS*** 



NB1 



Af!ER RESEARCHING HUNDREDS OF CfPORTUNITfS 
tamous hnanoal aoVtsor Robert Alan shares FREE ad 
onttr^Tr^lC*e^Horr^B usr e« IJJOtMflfrQtTfll 

CAPITALIZE ON CRtME' Earn amazng proAsonMIr 
crime pres«rtbon rjroducts that teilke crajry' Free who»e*] 
sale catalog 800*736-1797 POB 10154 fNB Y&hma WA 
98909 " J 

YOUR INCOME^ ^ 



1«80f>9aftO376 lor r4ormeJon 



tm incomi 



CAREER BURN0UP HOME BASED HEALTH BUSINESS I 
EARN SERIOUS RESIDUAL INCOME ON A PART TlM£ I 
BASIS NO RISK NO REJECTION FREE RECORDED I 
W3BMATKJN 1-800-92S2494 M 

MONEY MAKING MACHINE 1 Ortmtfe macfine 
beaulM concrete lawn od^ng Cuilomers love th» <**M 
P*pOuci Amacng prrjUs trom thu *mM caah buit^ I 
80V 262 75O9 



saapenrtv 



MEDrCAL m.m S^t your own 
*w*h ncufsnce dawns eteclroncaay No w»^r* 
tacpulred ficeien ncome potential tnveaimiri $4^ 1 
^95£nanofig »/a<a b>e NC5 arxy?07 3711 m 3j0 j 

MAKE YOUR rjREAMCOME TRJE EAR 4 V$ 000 ilitf** \ 
REPAJR^Ki NOT FEPLAONG SmatOacM ! 
TOLL FREE i aor>«?r>^ (iftCan«li) or wne GLASS ] 
MECHAMX 4566 WrV 100 Awe ft LaudPdtta. a 33351 1 
jgjjj l^as^^necnaf^com 

S350.000+ > Potential Annualty 
FROM HOME 

j Calls lo 4 Pre Qualified Prospects 
Per Day Closing 5 S7S00 Sales Per Month 

0ne*T*«tf tf; w ^ }n » ,rv 1 

W M ffijuofi prWJufj fM rrmm UMllt #J»WI 



FREEDOM ASSOCIATES 
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$olesDoctors Mogozine 

The worlds besl ideas to boost 
your sales, delivered to your 
desk every Mond<i> - FRtl! 

www.salesdoctors.com 



Nafck 
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BUSINESS SERVICES 



NATIONAL TELEVISION MARKETING 
Market your product or serve© on TV Affordable Turn- Key 
or Jont-Venture Options 800-215-9987 

YOUR COMPANY LOGO IN BRASS 
Impressive wad logos of brass, chrome, or other cost 
effective finishes Free estimates METAL LOGOS. INC 
80aB4frLOGO{5646) Fax 402-339-231 1 

INCORPORATE YOUR BUSINESS - ANY STATE f Delaware 
''WpofaJjons instaritiy. Professional service We Jrrvtte 
companson MCAfea/Amex. QxpAmerica Inc 88S-73&- 
4300; 302-736-4300 Fax: 302-736-5620 
hap J/www corpa/ranca com 

ANNOUNCE YOUR WEBSfTE WfTH A LABEL 
Badgerland Products makes products £ service labels 
Call for a free custom label brochue (414) 877-2158 
E-mail us blprncOpjtnet net 

tfflp //vvww bac^ertandproduds corn 



INCORPORATE YOUR BUSINESS 



Incorporate by Fju. Phone or the Internet! 

✓ Crtj^r anrmJ lo pne ✓ A 1 1 s0 sMtr% and off -Uwte 
* Free rume rochet ✓ NoicaaJfatt 



roe nil tnfnm^un , q||Mbw» Ifcp, I*, titim* 
(BOO! Wt h 81 of btorporate <« lie tatroet rt www.W1filinp.c011 



BUSINESS SOFTWARE 



Mtii! { »\tri Manager 



m\vtn« i-.-^j — - r miyiiiM m 4. < f>»^ ■ ■ ' 

*«« w ^ ^ Jb,^ TV H r** 



BUY IT WHOLESALE 



G8CRAL MERCHANDISE - 29 431 Products 1 A* Types 
Lowest Prices to Retail Mai Order & Ftea Market Setters 
Write: Destco-NBa 1 , 668 Mam St , Wrim*^. MA Q1687 

Buy 39.457 PROOUCTS DIRECT from FACTOFttES In 
Taiwan HKong Philippines, Mexico 1 Save 500% - 900%' 
Ecfiomark Bow 739-NB18 Shatrw, FL 3257^0739 USA 



CALL CARDS LONG DISTANCE 



m MM LONG D NO FEES NATIONWIDE INTERSTATE 
Hot International Call Cards BIG USERS CALL None 
WttT/ffrpyen Dependable Fiper Optic 800-564 4346 



CARPET 



CARPnviNYL-HARDWOOO-HANOCARVED RUGS 
FREE PAD with 40 yd mm purcnase M^DirecV Lowest 
P«ces, Warrant** Free Ouctes^arnpies 1-800-548-6815 
Ext 7, Datan. OA , 

CARPET Save up to50% & mom on mapr brands- We also 
^utecture our own beautiM styles For information & 
samples call i«e0CHWT747. Ext 45 Daflon. Georgia 
CARPET, viNYL WOOO FOR 25 YEARS T>€ TOP BRANDS 
THE LOWEST PRICES CHURCH HOME OR OFRCE WEST 
CARPET INDUSTRIES DALTCN GAB0O24 7-3707 

BECKLER3 CARPET "Snot wr 1 -80O8ECKLER 
Carpet. Vinyl Hardwood Area Rug* Samples upon 
*quest Wholesale Pnces Warranted CastvOwge C*d. 
DAtton.GA — 



CATALOGS 



THE MOST TRUSTED SOURCE FOR DAU 



DALI 

fro* * 2900. 0D 
Call For CaUiOf 
1-800-999-DALI 

fJ10> 7*6-1360 



FRANCHISE OPPORTUNITIES/SERVICES 



FRANCHISE YOUR BUSINESS 
With the tearing consulting firm in the country 
MCGROW CONSULTING 1800) 35&801 1 



HEALTH 



I Facing 
Prostate 
Cancer? 



COMPUTER SERVICES 



no Automate and Streamline your busi- 
h Windows, Internet) Rrst consultatiuti 
*5 w*w ce-network ccm 



CREDIT CARD PROCESSING 



SUPERCHARC 
Lowest rates, 
CashT 
800-981 



ACCEPT CREDIT CARDS' 
Turns Unbeatable service 
shoppers by caning 
COScafion worksheet 



EDUCATION 



PHDSSI49 MAS $11975. BA*S$89 75 
FREE ItJFORMATtON. CALL 1 -800^89-5 102 OR 

http NSwwwiirrareancrjlieffe com 

HARRINGTON UNt VE RSI TY- Accredited, AffordaDle 
degrees Distance Leamng. Bachelor, Master Doctorate, 
crectt tor work & academe experience. 800-533-3378 



iflRiCUUJM Approved home study 
jtenswe 100 yrs of legal training 
26-3228 BLACKSTONE SCHOOL 
Dept NB Dales, TX 75370 



FREE CATALOG 1«CH 
OF LAW. PO Box 701449 

EARN YOUR BACHELORS. MASTER'S AND/OR DOC- 
TORAL degree by distance learning No residency 
required Southwest Unrversrty 2200 Veterans Brvd 
Kenner LA 70062 (800) 433-5923 Fax 504-468-3213 



EMPLOYEE BENEFIT PROGRAMS 



EMPLOYEE INCENTIVE PROGRAMS 
See Productivity Skyrocket, Profits Soar, Industry Proven! 
Complete Kit $199.95 1-888-393-3255 
www inr^nsoft com 



EMPLOYMENT 



EARN EXTRA INCOME' 
Assemble craft products at home tor best companies 
dfk^vartetvofwo* Call 1-600-377-6000 ExJ 6560 



EQUIPMENT FINANCING 



t if ; an< irj' > rrWNF°Sl- 

FAX GET GROWaNQW 



DW ?% & UP RATES 100% 
' 0 LEASE END APPS BY 
CALL 1^00443-9604 MST 



PHONE -A LEASE $SK.$t50 000 'No Ftnanoals RequtrecT 
i&tQqer Leases. No ProOtemi') 4 Hour Approvals 
Computers * Phone Systems * Stoce Man * Trucks 4 Cars " 
RecycMng Epl ' Instruction Equipment ' AdirondacK 
LeeepTQ80t>678>7342 Fax 5t8^6^QI44 

EQUIPMENT LEASES up to $75,000 Appiicaton Onry, 24hr 
appiwaJs First CradW Corp Cat Brian at 1^0O-32t>4188 
Ext 3 FAX 904-47^3891 We Wetonc Vouf ftginess 



FINANCIAL SERVICES 



SMALL BUSINESS -Qsvernrnent' LOANS Avail 
NatiawKte' n easy when you Know howl Call NIC tc 
we've got the answers' 1^00-22^3601. ExJenrtCfl BRfl 



FRANCHISE OPPORTUNITIES/SERVICES 



hist 



your business! 

C>ll ror infofmBtlon on fr*r»chl»lf»fl and 
'FranchlR* Your O u»on • f ' ■•mlnRri 
■ch»doi»d ihfdughout ihR couniry 

FWWWWnr (1^00-372^6244} 



E)(pbre all the options. 
For FREE Information call 
Theragenics Cancer 
Information Center, 

1-800-458-4372 



INVENTIONS 



FOR NEW PRODUCT DEVELOPMENT assistance on your 
rdea or concept can for a free information package outlin- 
ing our services - 1-600-677-6382 



liGAL SERVICES 



TRADEMARK SEARCHES $190 Appfcatton Preparation $350 
Located 30 mnjtes from US Patent & Tractarnark Office 
Aflomey Jay HorcwtetSOO) 30*-8gB6 

PATENT & TRADEMARK ATTORNEY In Fort Collins, CO 
provides quality pateni 6 trademark services lor individu- 
als & companies natonwide via man ai affordable fixed 
leas John Flanagan 97tM07-05eOVFax 970407^0561 tor 
tree nto about services. 



MAIL ORDER 



MILLIONAIRE Mailorder Expert Reveals Money-MaKing 
Secretsl Free, exeftng hour cassette Mgvan Powers 
12015 Sherman Rd No Holtywood. CA91606 (818} 765- 
8618 http //www mpowers com 



MARKETING 



PLASTIC CARDS tor customer loyalty - aff types at competi- 
tive prices Thjc*/Trwv embossed, Mag strip, Bar code 
User prwitabte smart cards Crfa* (or samples and ideas 
CARrJR3T^$ERvX^e0W4-18g1 -fax 630691 -0576 

Increase sales and communicate with prospects, 
nvestors. suppiiflfS and employees Custom corporate 
rfeo productia pxtogm MquokRl *P* 

D S Simon Producsons. 212-727-7770, ask for Gene 
http;/Avwwctes*TmcctTyco^ _. 



REAL ESTATE 



USE OUR MONEY AND WHEEL AND DEAL 
ReaoW«at, Comrr«r^ Prorjer^ 
your own mortgage caporatJon^xpenence unnecessary 
Consultation jemr venture. Credrt bne Whotesale ♦inanar^- 
Natoni^Opporiu^ 



WATCHES 




Timely 
Reminder 



Specie Samptfr Otfr-Jutt 115.00 

For our deluxe logo watch Never fade guarantee' 
Lifetime warranty Specify man s or woman's size 
Send your coky logo on stationery or business card 
and $15 QQ per wafcn (plus sales lax in CA only) 
Limit 5 at ihis sampler price Order now 

_ tlll -A 319 Cowan tori - Dtpt Iffl 

/A HiCi ICCii I T# l!5 Wl -2900 

JM46lf F>. 415-6ftM73Q 



November Poll Results 

Readers' Views 
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The following 
advertisers 
would like to send you free 
information about the products 
and services advertised in this 
month's Nation 's Business. 



1 1 

Please circle your selections. 


33 


Blue Cross Blue Shield 




Ul nldUdl lid 


11 


Eagle's Nest Homes 


15 


Electric Education Call Center 


47 


GNC 


8 


Jani-King International 


17 


MAACO 


IB 


Meineke 


3 


MICA Accounting Software 


23 


Mita Copy star 


24 


Royal Copystar 


27 


Steamatic 


10 


Two Men & A Truck 




International 



Fill out this coupon 
if you fax your response. 



NftM 
Tide 



Address _ 
C*y 



State 



ZIP 



Mail to: 

Nation's Business. 1615 H Street, N W 
Washington. DC 2O062-2OOO 
FAX to: 20Z'463-5636 



Impact 01 Strikes 



Forty percent of respondents to a 
recent Where I Stand poll in Xutit.wx 
Business said their companies could 
not survive a walkout by employees, and 
18 percent said they weren't sure if their 
firms could. Forty-two percent said their 
businesses could survive a walkout. 

The Teamsters union strike against 
United Parcel Service last summer hurt 
the companies of 49 percent of respon- 
dents to the poll in the November issue, 
whiJe 47 percent said the strike had no 
impact on their firms. Four percent said 
the strike improved their business. 

Thirty-one percent said they believe 
stepped-up union efforts nationwide will 



increase chances of union activity in their 
industries, while 69 percent believe it will 
not boost the likelihood in their lines of 
work. 

When asked about their expectations of 
union organizing efforts in their com pa- 1 
nies in the year ahead, 80 percent said 
s they expect no such activity About 10 per- 
cent of the country's private-sector work 
bra is already unionized 

About two-thirds of the respondent* 
said they felt wages and benefits were of 
greater concern to their <>m|>loviH'> than 
job security and working conditions. 

Here are the complete results of the 
poll: 




Questions And Answers 



How did the recent Teamsters union strike against United Parcel Service affect 
your company? 



Improved business 
Hurt business 
No impact 



Do you think the Teamsters-UPS strike and stepped-up union activity 
nationwide will increase chances of union activity in your industry? 

Yes > M ^l..^!v,.-.^; 



,M 

49 

47 



31% 
69 



Do you expect your company to be adversely affected by a strike at another 
company in the next year? 



Yes 

NO 



Do you expect an effort to unionize your employees within the next year? 

\bs i>. 

no # * 

Already have a union 



27% 
73 



9% 
80 

11 



Could your company survive a walkout by its employees' 

Yte 

no 

Unsure 



42% 

.40 
18 



Which among the following issues is of greatest concern to your employees? 

Wages and benefits 

Job security 

Working conditions t9 '[ 



67% 
28 



Where I Stand 






OSHA 



On OSHA 



The Occupational Safety and Health Administration, part of the U.S. 
Labor Department, has long been a lightning rod for business complaints 
about the regulatory mandates of the federal government. Congress will 
consider QSHA-reform legislation in 1998. These questions seek your 
views on the agency. 

Results of this poll will be published in the March issue of Sat ions 
Business and will be forwarded to administration officials and 
congressional leaders. Send the attached, postage-paid Reader Response 
Card. Or circle your answers and fax this page to ( 202 ) 463-5636. 



Do you think OSHA regulations are 
fairly and properly enforced? 

1. Yes 

2. No 




Would you be willing to set up a 
"safety team" of managers and 
employees to look at hazards in 
your workplace if the law allowed 
such teams? 



Yes 
No 



When was the last time an OSHA 
inspector visited your business? 

1 . Within the past year 

2. More than a year ago 

3. Never had a visit 




Would you implement 
recommendations of an 0SHA- 
certified private safety consultant if 
doing so would prevent OSHA from 
leveling penalties for a specific 
period? 

1. Yes 

2. No 




Should OSHA inspectors be allowed 
to offer help to firms in complying 
with regulations before issuing a 
citation for a violation? 

1 Yes 

2. No 




Should properly trained and 
equipped workers be fined by 
OSHA. as reform legislation 
proposes, if they violate the 
agency's safety rules? 

t. Yes 
2. No 



Send Your Response Today! 



Nation'sBusiness 



Generate Business Success Through 
Advanced Planning and Management 




CD-ROM 

$99.00 

plus V . h 




The difference between a money- 
making idea and making money. 

Smart Business Start-Up 

Success fuJ business is the end result of a 
great idea followed through with 
painstaking research, careful thought, 
detailed planning and successful 
implementation. Smart Business Start- 
up simplifies this process by guiding 
you through the four most important 
steps of business start-up: researching 
markets, writing a busine ss plan, 
incorporating a business, and locating 
capital. It provides tools for you to present 
your findings to business associates and 
investors plus tips on how to locate funding. 



Extensive library of legal forms 
and business letters, 



Smart Attorney 



C !om put it disk 
1 3- 1/2 Windows) 

$69.00 

plus S6 */h 



Improve your bottom line by reducing 
costly legal fees. With Smart Attorney, 
you can perform your own basic legal 
tasks. With more than 3,500 (including 
2,Sm "Smart Forms") tonus and letters, 
Smart Attorney contains the most 
extensive collection ot legal documents 
ever assembled. This software is 
specifically designed to cut overhead by 
performing basic legal tasks — you can start 
saving money today! 




Computer disk 
(3-1/Z Windows) 

$99.00 

plus %*y v »i 




mputer d 
(3-1/2 Windows) 

$39.00 

plus V> s/h 



The BEST business plan program. 

Smart Business Plan 

The foundation Of even successful 
business is a rot k-solid business plan— 
and we've made it fast, easy, and fool- 
proof. Just follow the simple steps to 
build ^1 plan tbat kHI impress even the 

most critical hanker or investor. 
Complete with professional-looking 
charts and graphs based on standards 
recognised throughout the industry. 
This software includes its own word processor, 
spreadsheet, graph generator, and sample 
plans 



Work smarter, not harder! 

Smart Forms 

Smart I onus *>7 is the most complete 
library of professionally prepared 
business forms ever assembled. With 
more than 2,500 powerful forms for 
almost even business need, Smart 
Tonus 97 is the uukkest jnd c.isiest wa\ 
to minimize liability and reduce legal 
costs. Ideal for small businesses wishing 
to project a corporate image. Plus, 
registered users can update their software for 
one vear IK Kl vu the Smart Online Website. 




( omputLT disk 

i ( 2 Windows 
MA< i 

$39.00 

plus S6 s/h 



Over 100 essentia) tools you need 
to grow your business. 

BusinessBastcs 

Provides over 1 00 of the most essen I bd 
business documents, agreements, 
spreadsheets, checklists, tonus and 
templates to run any business. Includes 
tips, M how-tos," and guidance from 
expert sources, including legal, 
accounting; and marketing 
professionals. Businessllasics will help 
you accomplish important dav-lo ihn pn ijects 
and tasks and is priced to be affordable tor anv 
business. 




i ompuler disk (f)OS 
M l M/2, Windows 
M/2, M At j and 400- 
pa#i' reference guide. 

$89.00 

plus Sf> s/h 



Publish your own manual 
and protect your company. 

EMPLOYEE MANU AL 
MAKER 

stt >p problems before they occur by 
crea t i ng a com j iu n y-speci t ic ma n ua I 
that details your policies, procedures, 
and heuelits With ovet 14J> ready-to- 
customize documents to choose from, 
you'll not only satisfy legal requirements 
when you give each employee a manual, 
you'll have better informed land happier) 
employees and managers. ..and that 
means a smooth-running business. 
This is a must for anyone with five or 

more employees 



■ 



CALL TOLL-FREE 1-800-222-3393 OR USE I HL COUPON ON THE LAST PAGE 



Business Safety and Compliance 




Workers Comp 



co ns u l t a n t 

fH.Sll V 'h 



Eliminate high premiums 
and audits. 

Workers Comp 
Consultant (?er 5.2) 

This informative book and easy-to- 
ft illow software program helps you 
budget, monitor, forecast, manage, 
and lower workers' compensation 
premiums. Obtain ti[>son how to 
i lavs if y job duties more efficiently 
and retiut c costs. Workers Comp 
Consultant contains rates and 
classes lor all SO states. 



fi2S jmj^'V Itiosr U .i I 
i-rinjkj hound 

$99.00 

pliKSHt/h 



Makes compliance easy! 

OSHA Compliance 
Manual 

I his practical resource will help you 
simplify OSHA workplace safety 
compliance. Includes information on 
training, recordkeeping, hazards in 
the workplace, emergency response, 
labeling, inspections, material 
handling ami storage, air 
contaminants, and PPL You'll also 
find slate safer)' information, plus 
n 1 1 irdkcvpin# guidelines u >r Part 
1904, and information relating to 
Part 1903. 




i^P-tKes, |i M »sf-lval. 

bound 

Phis SH s/ h 



Easy safety traininj; program. 

Official OSHA Safety 
Trainer's Program 

The "instructor's guide" companion 
to Keller's Official OSHA Safety 
Handliook. I his helpful resource 
gives trainers an easy-to-follow 
program ioi seltin^ up and 
conducting training on eat h 
workplace safety topic. Also contains 
details answers to the Handbook \ 
chapter review quizzes, a handy 
glossarvof ten us and span' in jdd 
your companv's spa ilk p^liues and 
procedures. 




7S<l pawl's, loost' It'.il 
i fin^; bound 

$139.00 

plus SH s/h 



Develop the safety plans your 
compam needs. 

Written Safety Plans 

Need bdpdeveloping and producing 
consistent, well-written safety plans 
lor kcv areas ot yout company' 
You'll find checklists u> help you 
determine which safety plans your 
uunpanv must dev elop, detailed 
ouilmes ol 'the inii ►nnation lo 
include, sample written plans, 
employee hand-out sheets for easier 
distribution and documenlahon. 
Includes a section on federal and 
state requirements, plus more. 




SafetyPlan 

4 Btdltr 



' i/ 2j [ J t vi tMj)lvvs 



Create a sale and health) 
workplace. . .Qu ickly and 
easily comply with OSHA, 
and aioid lawsuits! 

SAFETYPLAN 
BUILDER 



Here's everything you need to 
create a complete sateh and 
health management plan. Select 
your industry, state, and work 
practices and SafetvPlan Bulkier 
will custom assemble vour sarelv plan 
manual for vou in minutes, 



' Vh 



Prime Life" 
Guide to 
Personal Success 



If you're o\er tO years old, 
here's the reference source 
you've been waiting lor! 

PR1MELIFE GUIDE TO 
PERSONAL StCCESS 



This powerf ul tool is your personal 
guide tor evaluating the seven key areas 
of vour life: health, finances, career, 
relationships, learning, recreation, and 
spirituality. Give this special resource 
2 m jwxf rwH.k. material just a few minutes a da\ and you'll he 
$ 1 2 95 able to develop the objectives, priorities, and plans 
r >h.r% t so that will impac I and improve your life! 



V/sn taa\r -*it no iost—infomuition vti 
tth h'fihtrkuhlt' rrinwUft' thwfits fuakti^: 
iliMiniiils t init Jails tfhJtatn stnv you 
hundreJs or t ven thaitstithh of Jolturs, 



CALL I Ol I I HI I 



1-800-222-3393 or use m coupon on the last page 



MStiOflSBUSinGSS n stomer Sun ice wo Mwu.bhvi Skills 




\ iiii t. VMS only. 
Running time 45 minute*, 
tm ludcs mm pan ion 
audio* asset te 
.nut workbook. 

$99.95 

plus S6 i/h 




Video. \ MS on Is 
Running time 42 minutes. 
lntlude% companfoil 
audtiKJSM-tti' and Supervisor'* 
Handbook. 

$99.95 
plus Sc. % h 



Profitable 

Service <customer 

Service 



Help your employees 
understand the secret to 
getting repeat business, 

THE POWER 
OF CUSTOMER 
SERVICE 

i ustomers often imv because 
or the quality of the service, 
rather than the quality of the 
product. Show employees 
how to deliver the service 
that t reates satisfied 
i, LiNt< trtu rs and turns around 
disgruntled customers, Help 
them deal with customers courteously 
even when they're under pressure, 
Demonstrate how to communicate 
concern and competence. Put your 
company on the inside track to consumer 
confidence. 



Proven techniques 
forgetting results 
through others. 

HOW TO 
SUPERVISE 
PEOPLE 

Leadership is the ultimate 
challenge for any 
supervisor, ..and often the 
key to an effective 
organization I eadership 
requires skill, toughness, 
and sensitivity... and this 

au tainted video shows you how to 
attain all three. You'll see how to use 
team building, delegation, and 
conflict resolution to become an 
outstanding supervisor. 

Companies with great 
customer sen ice 
survive and thrive. 



\ idm run nini; time 

minutes. 
Include companion 



$99.95 

plus 56 *. h 



HIE BASICS OF 
PROFITABLE 
CISTOMER SERVICE 

I earn how to develop a caring 
altitude toward customers that 
brings them back to bus your product or 
service again and again, this is must viewing 
for everyom in your organization because 
business success— short- and long-term— will 
be customer service-drh en. I % >n't miss these 
valuable tips and techniques that help you 
achieve greater profits. The video is divided 
into segments and designed to be used 
individually or with groups. 



A powerful customer 
retention tool! 

50 WAYS TO 
KEEP YOUR 
CUSTOMERS 

Fifty super techniques that 
keep your customers — and 
employees— happy. You can 
turn evers customet into a 
lifelong client with this 
best-selling video workshop. 
Must viewing for owners, 
managers, salespeople, 
trk -marketers, office start — 
everyone who deals with customers 
in person or b\ phone. Segmented 
into easy viewing sections. 




Video. VMS only Running 
lim</ 4^ immiio hit ltidi'% 
r<irii|Kini<>ri audio* .jnm lit 
and workbook. 

$99.95 

plus V» \ h 




Vidm running time 
4M minutes. Includes 
■ orujMiiioii .itidifT- 
tattcttc and worVlMitik. 

$99.95 

plus $6 */h 




Video running lime 
4H minute*. Im hides 
i "in [union audio* 
lasu-tft- ,tu<1 workh.Mik 

$99.95 

plu* So s/h 



Create a cooperative, highly pro-due- 
five team environment. 

Effective Teamwork 

Teamwork is what makes businesses 
successful. Ideas and decisions are 
generated within teams and noi Irom the 
top down as in the past. The Effective 
I i .n ii work video training program will 
show you: 

■ What teams are all about and why they 
are important to vour organization 

■ How to write a learn constitution 
• How to develop ideas and make 

decisions 

■ How to run a team meeting 

Your entire work force will know how to 
maintain a cooperative, creative and 
highly productive team environment 

Become a first- rale 
supervisor. 

THE NEW 
SUPERVISOR: 
SKILLS FOR 
SUCCESS 

Here's everything you 
need to improve your 
leadership ability make 
timely, effective decisions. ..manage change 
and time |>r< idiu lively... communicate 
effectively mi you can praise, criticize, ami 
deal with conflict build an effective work 
team., train poOflte who work for and with 
you and enjoy your job! ITiis is a career- 
building program 



< vn m 1-800-222-3393 

OR ISF. I HI < Ol PON ON I III I AM PMil 




Cash Man agement and Admrtising 



Increase your profits 
and cash Sow, 

UP YOUR CASH FLOW 

How much cash will you need next week, next 

th.. • nr IK>M vvjr ' 11 vouVe Darer had thu 1 M 
tools to project cash Mow, here's the produu nu 

jLi * J us * answer the questions on your screen about 

*, '" ul t'-^penses and out ;»ops aioinpletc financial 

Man Lin spreadsheet fonnat.. without wasting time to 

an.i Vou um s l w ' r ^WWfc ru » "what if scenarios, 
,u always know voui cash needs in advance. 

Choose the version dial meets your needs. 




Professional version 

the complete cash management toot. 

i ompulcr disk (DOS 

and reference Ijook. 

$239.00 

plus Sh <v h 



Entrepreneur version 

Everything you need to get started. 



( omnutcr click f1K»S 

5-1/4, 3-1/2, Windows 
C J 2t .nid reference 
book, 

$139.00 

plut Sr. , I. 
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Plan hit* and small projects in 
30 mi miles! 

Project KickStart (tm) 

Tlie fastest, easiest way to plan 
almost any project. Whether you're 
launching ; a new product, starting a 
husiness, organizing an event, 
designing a Web site, or producing a 
company newslelter. Project 
KickSLiri w ill help you devise a 
st ra tegs to get the results you want. 
I hi s i h. use program helps even 
the novice usei develop a c lear 
overview of the project and the steps 
needed to complete it successfully. 



Create marketing strategies 
and advertising that gets 
results. 

DO-IT- V01RSELF 
ADVERT! SI N(i 

Be your own ad agency! I his 
program makes it easv tor you t»> 
create your own advertising- With 
1 )o-f t-Yourself Advertising, you'll 
walk through step In Men 
exercises to develop market tng 
plans, create elkitivestr itc^MA 

and produce ads that 
results 



ktct 




< |) ROM 

$39.95 

,itu> V4.SU \ h 




C MOM 

$39.95 

|tlio S4 SO \ ti 



Uad your staff to peak per- 
formance. 

Managing People 

Master the art of managing 
people and develop leadership 
skill v l earn how to increase 
motivation, resolve conflicts, 
coach ettectivelv and manage 
difficult people. Includes two 
hours ot video and commentary 
with lots of interactive exercises. 
This program provides all the 
I < k ils vou need |o m.mage jH-opIc 

skillfully. 



Includes 600 roidy-to-select 
interview questions. 

HIRING TOP 
PERFORMERS 

effective hiring requires more 
than relvmg on a "gut feeling. 
Inconsistent!* hire top people, 
vou need tu use effective, proven 
reihuu|ues. learn the techniques 
voutan use to ensure thai vou 
hire the right people wit In ml 
u jsiing any time. This program 
covers the classified ads to the 
interviews, the tact -checking to 
the salary negotiations and can 
improve your skills in any area of 
i he overall hiring process. 



C Al l Hil l 



•800-222-3393 



OR I M 



ML C Ol PON ON I HI I AS I PAUV 



Nation'sBusiness 



Customer Service and Finance 



Exceptional 
Customer 
Service 



£5 Ext 



s 



Cu 

s 



Cu 



Customer 
Service 



Quick sen ice doesn t 
have to mean poor 
service. 

HOW TO GIVE 
EXCEPTIONAL 
CUSTOMER 
SERVICE 



Four video*. VHS only 
Running time 212 
minutes. Includes 
40- page workbook. 

$299.95 

plus S6 s/ta 




Video running lime 
4 hours 53 minutes. 
Include* lour vitlem 
Jnd companion work 
hook. 

$199.95 

plus $6 s/b 



See for yourself how easy it is 
to serve customers quickly 
but still leave them feeling 
pampered. Watch how easy it 
is to enforce company 
policy without turning off 
customers. This video series 
will help you make every customer 
contact more pleasurable ami profitable; 
you'll build a base of customer devotion, 
ioyalty, and repeat business, 



Build customer loyalty. 

DEVELOPING 
A CUSTOMER 
RETENTION 
PROGRAM 

To keep customers coming 
back for life, you need to 
create customer loyalty,,, 
which doesn't come from 
merely satisfying them. It 
comes from building emotional 
partnerships I earn how to ferret out 
customer likes and dislikes and how to use 
that information to shape your 
service, and learn hi >w in handle repairs, 
refunds, and complaints to build business. 



Video running time 
1 hour i\ minutes 
Includes two video* and 
companion workbook 

$149.95 

plus St j/h 



Get oil on the right toot! 

HOW TO WRITE 
A WINNING 
PROPOSAL 

Whether you've written 
proposals or not, each one 
presents a new, difficult 
challenge. With this program, 
you'll learn how to take any 
idea, sha[>e it on paper, and give 
it the visual impact that gets 
attention. You'll learn how to organize 
your material in a logical, reader-friendly 
way. And you'll learn how to avoid the 
turn-offs that can doom your proposal 
from the start. ITiis video will help you 
deliver powerful, well-written proposals! 




hmr \ iilumc video set VMS 
onlv Kiinning lime t hours, 
SH minutes. ImluUes U p.i^e 
workbook 

$199.95 

plus S6 s li 



See things from the 
customer's point of view 
and increase sales. 

HOW BUYERS LIKE 
TO BE SOLD 

A remarkable video course that 
helps you get inside your 
customers' heads! Learn exactly 
what they're thinking and how 
^ 1 >u can create sales techniques 
.ukl strategies they won't l>c able 
to resist. Discover what gets a 
buyer's attention, what turns him 
off, what makes her say YIvS! These 
powerful tapes will boost your 
sates. 



If you need to learn about accounting, finance, 
and budgeting... here are the answers! 

FINANCE FOR NONFINANCIAL 
PROFESSIONALS 




Make more confident and 
well-informed decisions 
in money matters. Deliver 
analyses and reports that 
demonstrate your control 
of your business. This 
exceptional video series 
helps you learn every 
basic nuance of finance, 
including accrual vs. cash 
reporting; ilirect , m J lived 
costs; tests for liquidity, 
leverage, and solvency; 
revenue projections, and 
more. 

I'hrvc vid*oi. VHS only. Running time 
2 *1 minutes Imlmtes pane workbook 

$249.95 

pins S6 s/U 

Everything you need to 
build budgeting know-how! 

PRACTICAL 
BUDGETING SKILLS 
FOR MANAGERS 

The budget process doesn't 
have to be back-breaking work. 
Learn how to build valid 
assumptions u[>on which to 
base your financial decisions* 
,i. mi. liain a thorough understanding 

I boon sh minuh -v ot the cash-flow process. Build flcxibtht\ 
fiRiiiiit*s four videos ami mto vour hudgei st> vou can react quickly 

companion workbook , {J < hjIl;!m ,, , nMr| , ul tM 0 \ Vsl [ ,. 
$249.95 prepared budget is a vital management 

pirn V.s li 




CALL TOLL-FRF, 



1-800-222-3393 OR USE T 



• THE COUPON ON THE EAST PACE 



imm k now; < vi i i on i ri t 1 "800"222-3393 



SALES 
LetterWorks 

^* jA* 



508 expert letters 
that generate sales 
and profits + 

SALES LET- 
TERWORKS 

No matter what your 
business is or whom 
you're trying to 
convince, you'll find 
ihvpt'ffat letter for 
v «rituilK cvers selling situation. ( M\ up 
customizable letters that cover every aspect 
01 selling: creating repeal business 
n peiiinn doors. dealing wuh customers, 
responding to objections, collecting 
Woney. 

l: :»»nnm V r disk (DOS *-l/4. t 1/2. Windows 3- 
MM } and 172-pajje book ( iOM tctlersi 

579.95 
\<» s/h 



BUSINESS 
LetterWorks 




400 professionally 
written letters for 

all areas of your 
business. 

BUSINESS 
LETTER- 
WORKS* 

If you've ever had to 
apologize for an 
employee's rudeness, make an inquiry to a 
venture capital firm, collect an unpaid debt, 
or iinv number at evervda\ situations, then 
this software will simplify your life. Call up 
letters covering ,id\ vrtisinji, suppliers, 
internal communications.', .every possible 
business situation. 

f oiitputor disk I DOS 50/4, 3-1/2, Windows 
J-l/Z, MAC) and 470*puKe book (400 letters) 

$79.95 

plus %h s/h ftonrrfv lmcrW<xk* 



PffiSONAl 

LetterWorhs 




400 customizable 
letters for your 
business and per- 
sonal life. 

PERSONAL 
LETTER- 
WORKS 

Be prepared U >r every 
imaginable situation, 
ranging from touchy, feelings-oriented 
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Watch Out For Clinton On Health Care 



There he goes again. 
President Clinton is pressing yet another 
heavy-handed scheme for federal intrusion into 
the nation s health-care system. 

He wants Congress to adopt in 1998 what he terms 
"appropriate federal protections" for the purchase of 
health-care services. 

The specifics of the plan 
were developed hy a 34- 
member advisory commis- 
sion representing the 
heaJth-care field, the busi- 
ness community, con- 
sumers, labor, and state 
and local governments. 
Clinton named the panel 
to develop the recommen- 
dations. 

The commissions re- 
port. Consumer Bill of 
Rights and Responsibil- 
ities, covers issues such 
as choice of providers; 
access to specialists; 
appeals procedures on 
patient disputes with 
health plans and health- 
care providers; availabil- 
ity of information about 
health plans and 
providers; and responsi- 
bility of individuals for 
"maximizing health 

habits." (See Benefits Update, Page 29.) 

The commission conceded that it had not consid- 
ered cost implications and that in some circum- 
stances its proposals could "create additional costs 
for employers; health insurers and plans; federal, 
state, and local governments; and consumers." 

Not surprisingly, the plan already has run into stiff 
opposition. Reminding the public of Clinton's failed 
1993-94 effort at health-care reform. House Majority 
Leader Richard Armey, R-Texas, said: "Clinton Care 2 
will include all the essential regulatory features of 
Clinton Care 1 * 

Small business is getting ready to fight the new 
health-care initiative as vigorously as it did the 1993- 
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94 effort. This new opposition was signaled when 
the one dissenting vote to the advisory commission's 
recommendations came from member S. Diane 
Graham, chairman and chief executive officer of 
STRATCO, Inc., of Leawood, Kan., a 50-employee 
engineering and technology company. 

Informing Clinton of her 
disagreement, she noted 
the lack of a cost analysis 
in defining various con- 
sumer rights. Graham 
wrote to the president: 

"I believe the core princi- 
ples contained in the 
commission s report are 
realistic aspirations to be 
achieved over time within 
a voluntary marketplace. 
... I most fervently oppose 
presenting these 4 aspira- 
tions as 'rights* to be legis- 
lated into dictates" without 
regard to affordability or 
consumer preferences. 

Federal actions that 
escalate health-insurance 
costs, Graham wrote, 
would force many small 
businesses to drop em- 
ployee coverage entirely. 

Such concerns are al- 
ready reflected in the oppo- 
sititm of major Washing- 
ton-based business organizations. Thomas J, 
Donohue, president and chief executive officer of the 
ILS, Chamber of Commerce, responded to the Clinton 
initiative by noting that it "charts a dangerous course 
of government micromanagement that will increase 
costs and decrease employee coverage." 

'"The private sector already leads the way on 
quality improvement, We don't need the federal 
governments involvement," Donohue said. 

Rather than press the a>mmission s government* 
oriented plan, the president should heed the advice 
of dissenting member Graham: Work with interest 
groups to expand access to quality care through 
"visionary voluntary, and viable* approaches. re 
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